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Ask your jobber salesman to rec- 
ommend a selection of Louisville 
Slugger bats and Louisville Grand 
Slam golf clubs for promotion this 
Spring. These outstanding sports 
products properly merchandised 
mean extra profits to you. 






























COSTS ONLY 
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*/f you have not yet seen our new 
pamphlet entitled “How to Get the 
Most Service from your Paint Brushes,” 
write for it today. 


THE WOOSTER BRUSH CO. 





Throughout Ninety Years 
of Brush Manufacturing --- 


QUALITY 


has always been of 
First Consideration 


present bristle stocks. 


It is so easy to clean brushes with 
Brush Cleaner by Wooster. Eye-appeal- 
ving, full-color basket merchandiser insures 
fast turnover on this big-profit, popular- 
priced cleaner. Ask your jobber for 


Brush Cleaner by Wooster. 


It is always good judgement to sell your 
customer a good all-pure bristle brush— 
a Wooster Brush. Then urge him—yes, 
show him—how to properly clean and 
care for his brush* so that he can double, 
or even better, the service he would ordi- 
narily receive. He will appreciate your 
interest, and you will do much to conserve 
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For 110 Years... 


SIMONDS 
has kept QUALITY FIRST 


IN THE PROFIT-BUILDING, RED-TRADE- 
MARKED LINE OF TOOLS FOR CUTTING 
WOOD & METAL The Simonds organization has 
always held to work-simplification as the straight and nar- 
row path to higher quality and better, faster service. So 
today you find all former Simonds plants consolidated 
into this single vast 5-acre room which houses 7 straight 
production lines which are rolling at top speed, night and 
day, to supply the nation’s wartime needs. Here under 
completely controlled working conditions, Simonds 
quality and service have reached new levels 
.. even higher than eyer before. Line up 

with Simonds and line up new profits. 








SIMONDS SAW AND STEELCO., FITCHBURG, MASS. 


CROSS-CUT SAWS e FILES e HACK SAWS e SOLID-TOOTH CIRCULAR SAWS e BITS e SHANKS 
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More Profitable, Quicker 
Turn-over, More Convenient. 


Sell Gum Turpentine the 
modern way —in colorful 
lithographed cans. All Canned 
Gum Turpentine bearing the 
AT-FA Seal of Approval is the 
genuine dehydrated product. 

Nationally advertised in 


leading magazines. 










ALL SIZES 






6-ounces Packed 24 to the case. Approximate shipping weight 13 Ibs. 
6-ounces Packed 48 to the case. . . " 23 Ibs. 
Pints Packed 24 to the case. ° . " 29 Ibs. 
Pints Packed 36 to the case. ® " 43 Ibs. 
Pints Packed 48 to the case. ° ° " 55 Ibs. 
Quarts Packed 24 to the case. " " " 53 Ibs. 
Gallons Packed 6 to the case. ® e " 50 Ibs. 
5-gallons Packed 1 to the case. " ° " 40 Ibs. 
5-gallons Packed 2 to the case. " . " 83 Ibs. 









AMERICAN TURPENTINE FARMERS ASSOCIATION COOPERATIVE 


General Offices, VALDOSTA, GEORGIA 
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Show us a builder who hasn’t complained at the way the New-type non-Rising Pin 
pins “ride up” in door butts. Now you can offer these same 


builders a positive, non-rising pin that can be seated easily in STAN LEY BUTTS 


without twisting or turning . . . no wings to line up. It’s the 7 
JUST PUSH ) Fa 
IT DOWN >> 


How It Works / I pin SNAPS 


] INTO PLACE / x / 
| ] hn 


greatest advance in butt construction in 40 years. 





The pin is grooved to hold a split easily removed when desired. 








| b 
ring. When the pin is pushed down, Pass on the benefits of this im- ; 
the split ring snaps automatically provement to your trade. Get Stan- eS TA | L Y 
IVE into a recess in the top knuckle of ley Butts with the new type non- 
the butt. Pin will not work up rising pin from your jobber. The TRADE MARK 


under action of the door but can be Stanley Works, New Britain, Conn. HARDWARE FOR CAREFREE DOORS 
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OOPS: 


The chute didn’t open 


...and that’s another reason 
why Manila rope is scarce in 
Hardware Stores 


There's one guy in the Army who doesn’t give a hang 
whether his parachute opens or not. His name is 
Dummy Joe. 

Out at the Army’s Wright Field, Dummy Joe is 
as busy as a moth on Broadway. He jumps from 
planes several times a day. He tries new ideas, 
and—the resilient little cuss!—he always comes 
back for more. Dummy Joe is the rope dummy that 
tests experimental parachutes for the U. S. Army. 

Dummy Joe might have been a Charlie Mc- 
Carthy, but wood is a little too sensitive to shocks 
and — like humans—can stand only one parachute 
failure. But Dummy Joe can take it; he weighs as 
much as a little man, he is shaped like a human— 
and he bounces much better. So strong Manila rope 
is used to make all the Dummy Joes in the army. 

Now, the Dummy Joes don’t themselves create a 
shortage of 100% Manila, but they do illustrate 
the unusual demands made on first quality Manila 





Artist’s-eye view of “Dummy Joe” 


rope during wartime. On the big defense jobs—on 
anything that is hoisted, pulled, fastened, suspended, 
tied or driven by cordage, all-Manila is the rope 
Uncle Sam can trust . . . so you can see why there 
have to be priorities. 

So Plymouth, who has made the finest Manila 
Rope—“The Rope You Can Trust”—for 117 years, 
in complying with Orders issued by the Office of 
Production Management is no longer in position to 
offer Manila Rope except for uses essential to the 
National Defense. 

Meanwhile, to give Hardware Dealers and their 
caistomers the best service possible, Plymouth will 
provide good, serviceable rope for general utility 
purposes made from fibers other than Manila, and 
will gladly answer any questions regarding weight 
and strength requirements. After the war is over, 
and we have won, we'll swing right back to supply- 
ing plenty of “The Rope You Can Trust” for the 
everyday jobs of peacetime America. 


PLYMOUTH CORDAGE CO. 


North Plymouth, Massachusetts, and Welland, Ontario 
Division Offices: New York, Chicago, Houston, San Francisco 
Warehouse Stocks: New York, Boston, Baltimore, Philadelphia, 


Cleveland, Chicago, Houston, San Francisco 


PLYMOUT 


THE YOU 


Kope 


CAN 


TRUST 
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In speeding National Defense 


"MORE CUTS WITH NUCUTS” 


is serving you also! 










| Joe” 




















Speedier NUCUT’S filing helps promote 
your reputation for quality products 


In foundries, in machine shops, in assembly plants the nation over — 
you will find NUCUT Files playing their part in helping industry meet 
the urgent demands of National Defense. 
Again NUCUT'’S are proving they have “what it takes” to provide faster, 
smoother, easier filing wherever production must be pushed at top speed. 
NUCUT “Wavy Teeth” — an exclusive design feature incorporating both 
coarse and fine teeth scientifically positioned in wavy rows—cut deep 
and level the surface at the same time, with each stroke. 
In serving industry so effectively, NUCUT Files are also serving the 
dealer. Let your jobber show how you, too, can benefit from superior 
NUCUT performance. 

HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers 
Newark, N. J. Newcomerstown, Ohio 





—— WAVY TEETH 


FILES 
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Here’s big news for 


Que 
1942—a proved oe ve 
method for increasing es 
volume in your paint o, 


department . . . a way 
to make more profits. 

The plan promotes 
paint sales this way: 


ROUTE PROFITS 


€} It creates the desire to paint 
©) It aids in color selection 


3) lt produces store traffic . . . more 
sales — more profits. 


Follow the BPS route to more profits. 
Write The Patterson-Sargent Company 
at once on how you can become the 
exclusive BPS franchise holder in your 
community. 
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EXTRA HEAVY DEMAND 
af port 
A BRAND NEW MARKET’ 






Th 
2 ‘ 


eullar 


ASSORTMENT 497-A 33 STONES 


“ yell 


as 
{ or 
| fp * 
SE " KNIVES OTHER HOME 
i] SICKLES and GARDEN 





2 LIST PRICE $7.65 | aes 
DEALER COST $4.97 | 


Prices slightly higher west of Denver 


TOOLS | NATURAL 
y ARTIFICIAL 
FABRICATED 


* 
* 





6 SHAPES 
| 6 WEIGHTS ~ 


é REALLY SELLS 





“Heavy Demand + Brand New Marhet 


; Crystolon Utility Files (there ‘are 2 in 
1942 must be a record growing year for y . ( 
: each 497-A) are now doing rough filing 

the farmer. Production of hay, corn, : . . : 
work in defense operations, improving 
wheat, produce and livestock must be , . 
results and lowering costs. Even the regu- 

increased. It’s an essential—production lar scythestone has been drafted for the 


will win the war. Result—Extra heavy same kind of work. Result—A Brand 


demand. New Market. 








BEHR-MANNING - TROY, N.Y. 


(DIVISION OF NORTON COMPANY) 


ALSO QUALITY SANDPAPERS SINCE 1872 


OSES EE \\\\ 
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DEFENSE TOOL 


@ On the battle line of production the 
Thermos Lunch Kit is a familiar sight . . . so 
familiar that you are apt to overlook the 
vital part it plays in national defense. It’s 
a necessary tool of the American workman! 

At work or play, depend on Thermos brand 
Vacuum Bottles to keep hot things hot or 


cold things cold. 


@ Looking ahead to the time when merchan- 
dise will be plentiful again and competition 
keener than ever, The American Thermos 


Bottle Company is continuing its consistent 


THE AMERICAN THERMOS 


ermos B 


BOTTLE € 


ronto 


OMPANY « 


national advertising program and taking 
dther steps to make the Thermos brand Vac- 
uum Ware more salable and more valuable 
to you than ever before. 


This Thermos message will be seen by millions of consumers when 
it appears as an advertisement in the February 2 issue of Time, 
and the February 14 issue of The Saturday Evening Post, 


THERMDS 


MARK REG. 


LUNCH KITS 


ONE OF THE “THERMOS” FAMILY OF VACUUM WARE PRODUCTS 


NORWICH, CONNECTICUT 


T + 
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CCORNING Regency Dinnerware is 
4 an item to “spark” any housewares 

sales campaign. It’s smart party ware 
perfectly suited for bridge parties... 

luncheons .. . all entertaining. 


And... we can ship from stock! 


Thin, lustrous, translucent. with its 
appealing pattern stamped in 22-carat 
gold, and its delicate ivory undertone. 
this is dinnerware fit for a queen, yet 
fit for the average housewife’s budget. 


... but priced for any budget 


On Regency dinnerware, you can 
add your regular mark-up, and still 
offer your customers a real bargain. 
They will never tire of the lovely 
“petal” edges which give the ware 
unique beauty. 

Write us... today ... for informa- 
tion about this excellent lead-off item. 
And let us send you, also, complete 
information about other Corning din- 
nerware lines that barely touch your 
shelves before they move! 


Regency is available in 17-piece sets as above, 
and in 15-piece combinations, where tumblers 
are replaced by a creamer and sugar bowl. 


Turn the page for another outstanding line of dinnerware by Corning. 





Charleroi, 


: W ORKS Pennsylvania 





Here’s a Real Profit-Producer 
to take up “Priority Slack?” 


F you're looking around for fast-moving 
items to help replace hardware lines that 
are going to be “hard-to-get”... this Ivrene 
Pastel Dinnerware is a bet you won't want to 
° ' 
miss! 


And, we can ship from stock too! 


Made by Corning Glass Works, manufac- 
turers of famous PYREX ware. lvrene Pastel 
is a dinnerware that housewives find hard 
to resist. It has that same Petalware beauty 
which has made Corning Regency so popular. 
(See other side) And its three gay bands in 





lovely pastel colors give it a special appeal for 
‘ - 


parties and luncheons. 

What about the cost? The line is priced so 
low that your customers will be pleasantly 
surprised. 

Here's a profit producer to help you take 
up “priority slack” on other hardware lines. 
Remember, we can give you immediate de- 
livery. Available in I7-piece bridge and 
luncheon set, as shown above, and in 15-piece 
set in which creamer and sugar bowl are 
substituted for the tumblers. Write us for 
prices and information about Ivrene Pastel. 


M-2 PRINTED IN U.S.A, 


deiner CORNING GLASS WORKS pennssiveni 
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AUTOMATIC 
WATER SYSTEMS 


MULTI-FLOW 
EJECTO 


WATER 
SYSTEMS 


Gof 29000 IDeA 


JANUARY 22, 





Seventy odd years ago, P. A. Myers 
invented a new type of hand pump. What 
happened since then is history. Upon the 
instant acceptance of this new pump was 
laid the foundation for the now extensive 
Myers line of labor saving farm operat- 
ing equipment - pumps, water systems, 
sprayers, hay and grain unloading tools 
and door hangers. 

With production already severely re- 
stricted on many lines of merchandise, 
the widespread use of Myers Products 
over a long period of years provides 
Myers dealers with a profitable avenue 






for sales through service and repair parts 
for Myers equipment now in use on the 
farm, in the home and elsewhere. Take 
advantage of this opportunity - keep in 
touch with your customers - keep them 
happy by keeping their present equip 
ment in first class condition. You'll profit. 
and all of us will be conforming with the 
National Defense Program. And few if 
any manufacturers can now offer you as 
much as Myers when it comes to furnish- 
ing Repair Parts - for repairs are siill 
available for substantially every Myers 
Product ever built. 


THE F. E. MYERS & BRO. CO. 
ASHLAND, OHIO 


POOR 
Manufacturers of Farm Onerating Equipment WATER SYSTEMS 
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Avoid Costly Delays in Buying! 
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When you are looking for a particular product or a 
line of merchandise do as most regular users of the 
Directory Number do—use the Green Index first. 


It will probably lead you at once to the actual cata- 
log data of the product or products as _pre- 
sented by one or more manufacturers in theit 
“Ad-Catalogs.” 

There is a great and valuable fund of product in- 
formation at your fingertips in the 365 pages of 
informative advertising published and carefully 
indexed by products in the current issue of your 
“Who Makes It?” issue——by far the largest aggre- 


T will help you and your supplier in avoid- 
ing costly time loss in filling your orders 

if you can identify wanted merchandise by 
manufacturers’ trade names, model number, 
size or pattern and also to indicate acceptable 
alternate items if your preferred items are 


temporarily out of stock. 


THE 
MERCHANDISE 
DIRECTORY 
NUMBER 


The **Who Makes It°’ issue 
of HARDWARE AGE 


is in effect a Combined Catalog of the products 
of over 560 manufacturers including nearly 
all of the better known concerns selling in 


this field. Make it work for vou. 


gation of such helpful information that is available 
tothe hardware trade. Use it. Make it serve you. 


The “Merchandise Directory Number” as in your 
hands today is the product of many years’ devel- 
opment. For twenty years—the last ten in the 
form of this special annual issue—this service of 
HARDWARE AGE has been molded and adjusted 
to the needs and convenience of buyers of 
hardware. 

The “Who Makes It?” issue—-both as a Merchan. 
dise Directory and as a Combined Catalog is tailor- 


made for vou. 


HARDWARE AGE 
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Here is an amazing new 

Clemson Lawn Machine that 
obsoletes all others. Like the 
revolutionary Clemson C-17, this 

is a different lawn machine with 
almost limitless new sales and profit 
possibilities. The Height Selector—an 
added automatic control for regulat- 
ing the cutting height from V4” to 2” 
maximum through the use of a single 
control lever—makes it different. Sin- 
gle locking device on the bed knife 
adjustment improves cutting qualities 
of machine. New handle suspension 
points keep machine firmly on the 
ground under all operating conditions 


assuring smoother cutting. These and 


other Clemson D-17 improvementsand_ 


value enable you to talk double sales 
talk—you can talk features and price 
without competition. D-17 is tops in 
1942 Lawn Machine sales and profits. 


HEIGHT SELECTOR (Pat 
minimum to 2 
the desired height of cut on quadrant 
operation is completed. THIS FEATURE IS FOUND ON NO OTHER LAWN MOWER 
BED KNIFE ADJUSTMENT 


all lost 


height of cut is instantly adjustable 


a single locking de 


f. 


from 


of 


CHECK THESE IMPROVEMENTS! 


NEW HEIGHT SELECTOR—Height of cut ts 
instantly adjustable from '4‘' minimum to 
2’) maximum through the use of a single 
control lever which selects the desired 
height of cut on quadrant. The turn of a 
wing nut locks it in and the operation is 
completed THIS FEATURE IS FOUND IN 
NO OTHER LAWN MOWER 


REEL ASSEMBLY Added rigidity and 
strength have been built into the Reel 
Assembly through the use of steel only in 
its structure A single locking device on 
the bed knife also eliminates all lost 
motion or play in the bed knife pivots 
The cutting qualities of the machine are 


thus further improved 


HANDLE SUSPENSION—New handle sus 
pension point eliminates tipping forward 
whether the machine is adjusted for mini 
mum or maximum height of cut when in 


use 


SEALED WHEEL ASSEMBLY—Wheels and 
sideframe are closely fitted to reduce the 
workng of dirt grass, etc, into the geors 


to a minimum 


ALL STEEL CLUTCH ASSEMBLY—AIl work 
ing parts machined from steel then heat 
treated Positive action and long wear 


are assured 


BALLOON CUSHION TIRES—Large balloon 
type cushion tires improve the appearance 
of the machine while making for greater 


ease of operation 


maximum through the use of a single control lever which selects 


The turn of a wing nut locks it in and the 


vice on the bed knife also eliminates 


the 


machine are thus further improved a 


CLEMSON BROS., INC., Middletown, N. Y. 


Manufacturers of world famous STAR Hack Saw Blades 
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SALE-MAKER FEATURES 


*Famous Night-Watch 
Automatic Defrosting 


New Base Leveller 
Adjusts to Uneven Floors 


New Deeper Coldpack 
Never Used for Defrosting 


New Deeper Hydrovoirs 
Fully Glass Covered 


New Use of Plastics 
Lovelier Interiors 


* Norge has all the other Big 
Features, too — bul only 
Norge has the Night-Watch 


Ste NORGE BEFORE You BUY 
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In recent months Norge has published a series of advertisements promising to 
dealers every co-operation and consideration within its power. Swift to back up 
promise with performance, Norge now presents the new 1942 version ef Norge 
Rollator Refrigeration. 


Keyed to the market from the dealer’s point of view, the new Norge line pre- 
sents seven models that cover the demand—planned in a powerful and logical 
step-up sequence that fits the requirements of modern retail merchandising. 


Keyed to the consumer’s point of view, this new Norge line shows brilliant 
styling, consistently maintained quality, new convenience features, and all the 
cumple, depensehiiny and economy for which Norge has long been noted. 
Make no mistake about it—you can depend on Norge for °42. 


NORGE DIVISION * BORG-WARNER CORP. DETROIT 


Something Solid to tie to-NORGE 


ROLLATOR REFRIGERATION + GAS RANGES + WASHERS 
ELECTRIC RANGES + HOME HEATERS * COMMERCIAL REFRIGERATION 





HARDWARE AGE be 


to 


up 


rge 


re- 
cal 


ant 





ROMER Ss 


y 


é 
S 


y 


ey 


vt ae eee 


Risa 5, oP 


‘ 
Spe 


5 es 


WARE 
rebel Beer GE 


Editorial and 





Executive Office Advertising Offices 
Vol. 149 No. 2 Chestnut and 56th Sts., 100 East 42nd St.. 
Philadelphia, Pa., U.S.A New York, N. Y., U.S.A 





Established 1855, succeeding and embodying “Hardware” of New York; 


= “Stoves and Hardware Reporter,” St. Louis; “The Western Hardware 
GEORGE H. GRIFFITHS Journal,” Omaha; “Iron Age Hardware,’ New York City; “The Hard- 
President and General Manager ware Reporter,” St. Louis; “Hardware Salesman,” Chicago; “Hardware 


Dealers Magazine,” New York, and “Good Hardware.” New York 


anions EDITORIAL CONTENTS 
wera ge JANUARY 22, 1942 


Associate Iditors 


CHARLES J. HEALE 
Vice-President and Lditor 


GEORGE G. HOY 
KENNETH A, HEALE Just Among Ourselves, by Charles J. Heale 19 
GEORGE M. SANGSTER 
RUDOLPH 8. WILD Retailing Under National Defense, by John T. Bartlett 22 
SLSERS J. BANGIN Prices Fixed by OPA for Cooking and Heating Stoves 25 


“Who Makes It?’ Directory Editor 


Farm Equipment Repair Parts Set at 150 Per Cent of 1940 


L. W. MOFFR TT 
J. DONALD BROWNE Level 25 
Washington Reprexentativea 
February's Their Top Month for Trophy Sales 27 
SAUNDERS NORVELI. 
Contributing Editor A New Store Opens in Columbus 28 
MABRY &. TREHONE Hardware Age Retail Sales Idea Club 30 
fen trees Sat 
: : They Haven't Missed a Kitchen Sale They Have Gone After 33 
JOHN G. WILCOX : : : ' 
Circulation Manager Motorists Step on Their Brakes at Rigby’s 34 
Hints on Painting Show Windows 38 
ADVERTISING DEPARTMENT . 
Washington News Reel, by L. W. Moffett 58 
Boson: 
eae ee oem Senne How’s the Hardware Business?. 40 Hardware Men’s Hobbies 55 
an Naw yory Hardware Age Window Displays 44 Hardware Age Fifty Year Club 56 
. BLoperrt, cas 2n ’ 
_ ee eS News of the Trade 48 What's New - 


E. R. SaNnpironn. 100 Kast 42nd St 
; Coming Conventions and Events 76 
CLEVELAND: 

Witt J. Feppery, 709 Union Bidg., 1836 Euclid Ave 


Copyright 1942 by Chilton Company (Inc.) 


CHICAGO: 
KENNETH C. WAKNER, 1012 Otis Bidg 
Orem B. Bencrnsen, 1012 Otis Bldg ADVERTISING INDEX—PAGE 82 


San Francisco, Ca.: 
R. J. Bincw, 155 Sansome St 


Los ANGEL®S, CaAL.: 
R. J. Brecw, 541 Consolidated Ridg.. 697 So. Hill Bt. 


wx 
b. 
H 
ij 


SUBSCRIPTION Puicns—United States, its pos- 
sessions: one year $1.00. Mezico, Central 
America, South America, Spain and tts 
colonies: one year $1.00. Canada $2.00. 
Poreign countries not taking domestic rates 
one year $2.50. Single copies 25 centa each 














9 





© 


Editorial and 


Owned and Published by CHILTON COMPANY (Incorporated) Advertising Offices 
100 East 42nd 8t.. 
New York, N. Y., U.8.A 


Executive Office 


Chestnut and 56th Sts.. 
Philadelphia, Pa.. U.S.: ; 
Officers and Directors 


C. A. MUSSELMAN, President 
Vice-Presidents 
JO8. 8. HILDRETH GEORGE H. GRIFFITHS EVERIT B. TERHUNE J. H. VAN DEVENTER Cc. 8. BAUR 


WILLIAM A. BARBER. Treasurer JOHN BLAIR MOFFETT. 8ecretary 


JULIAN CHASE THOMAS L. KANE G. C. BUZBY P. M. FAHRENDORF HARRY V. DUFFY CHARLES J. HEALE 




































Serve your 
customers 


...and you 


* Now hardware dealers can 
serve their customers and the Nation better 
than ever before. 


Familiarize yourself with the 
chains you have in stock and their uses. Then 
advise your customers which chain is best for 
the stated purpose. 


Push AMERICAN CHAIN. You'll 
save money for your customers, save material 
for America. 


These AMERICAN CHAINS will be 
in demand in January and February: 


Acco Proof & BBB Coil Chain . . . Weed 
American Bar-Reinforced Tire Chains. . . 
Elwel Twist Link Truck Chain... Acco 
Towing Chains . . . Elwel Coil and Ma- 
chine Chain . . . Ajax and Elwel Breast 
Chain . . . No. 45 Elwel Heel Chain... 
Acco Jack & Safety Chain... Acco Repair 
Links and Assortments. 


If your stocks of AMERICAN CHAIN are low 
f make a list of the items needed and 
Wy, order from your jobber’s salesman. 











ia 
ded 
AMERICAN 1/0 


AMERICAN CHAIN DIVISION 
YORK, PENNSYLVANIA 


of AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


omnes [7 Business for Your Safety 
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A Letter to Mr. Leon Henderson, 
OPA Administrator, Re: Classifications 


Dear Mr. HENDERSON: 

Your office recently sent a 
copy of Order No. 40, cover- 
ing the price ceiling placed on 
builders’ hardware and screen 
wire cloth, to a great many 
hardware distributors, both 
wholesale and retail, also to 
some builders’ hardware spe- 
cialists, and presumably to 
manufacturers. With this you 
sent a return postal card form 
on which recipients would ac- 
knowledge receipt of the copy 
of Order No. 40 and could in- 
dicate the nature of their busi- 
ness. Your card explained that 
this classification would en- 
able your office to compile ac- 
curate mailing lists that would 
assure hardware men that they 
would receive all future bulle- 
tins, orders, etc., of interest to 
them. So far so good, but your 
set-up on classifications needs 
some revision to be properly 
understood and to properly 
serve the purpose indicated. 

You asked hardware men to 
check off the nature of their 
businesses from the following 
designations: — Manufacturer. 
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wholesaler, jobber, retailer 
and to indicate interest in 
either or both, “hardware” 
and “‘screen cloth.” 

The hardware industry con- 
siders the terms “wholesaler” 
and “jobber” synonomous and, 
in the main, considers such a 
designation as belonging to a 
firm whose selling activity is 
primarily selling for resale. At 
the same time, it must be rec- 
ognized that most wholesalers 
and a great many larger retail- 
ers enjoy a substantial sales 
volume with industrial firms, 
institutions, and various units 
of Government. It is a much 
disputed point, within our in- 
dustry, as to whether such bus- 
iness is wholesale or retail. 
Whichever side of the argu- 
ment you take there is ample 
reasonable evidence to use as 
precedence. During NRA days 
there was a semi-official deci- 
sion that declared such busi- 
ness as part of the wholesaler’s 
function yet recently an Hours 
and Wages Law interpretation 
declared such sales as con- 
sumer business or retail trade. 


Hence, there is confusion in 
the minds of many of those 
who attempt to fill in the cards 
you provided with Price Order 
No. 40. 

Some hardware men are dis- 
posed to check off both “whole- 
sale” and “retail” on you 
classification cards so that they 
will not miss any important 
data from your office. Yet they 
hesitate to do so, thinking that 
your records may be available 
to the Hours-Wages Law of- 
ficials and that such availabil- 
ity may lead to costly compli- 
cations, investigations, etc. A 
word from you that such ree- 
ords are solely for the use of 
OPA, if that be the case, would 
ease the confusion somewhat 
and would facilitate matters 
for hardware distributors and 
for OPA. 

As you know, a firm whose 
business is 75 per cent or more 
retail is exempt from the 
hours-wages regulations and 
a combination wholesale and 
retail business where the sepa- 
ration is precise is subject to 
these rules only in the whole- 
sale end of the business. There 
are many hardware firms in 
the latter category. 

Strangely enough, many re- 
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tailers constantly protest when 
wholesalers sell industrials, in- 
stitutions, etc., yet in such 
sales in their own businesses 
are inclined to classify such 
business as “wholesale” and 
seek to buy on that basis. This 
adds further to the confusion. 
Some clarifying statement 

on these points regarding your 
efforts to build an_ efficient 
mailing list would be very 
helpful to the hardware indus- 
try and could be included with 
your instructions on the re- 
verse side of the classification 
card. 

Cordially, 

HARDWARE AGE 


Shank’s Mare:— 


According to a recent Gal- 
lup poll on walking, 43. per 
cent of the American people do 
no daily walking outside of 
their work; 25 per cent walk 
one mile or less; 15 per cent 
walk two miles; 6 per cent 
walk three miles; 3 per cent 
walk four miles and only 8 
per cent walk five miles or 
more. If we are to take liter- 
ally the current threat regard- 
ing the lack of tires, batteries, 
coupling hose, etc., and the 
ban on the sale of new cars, 
these percentages will change 
radically and rapidly. Many 
of us will be forced to do more 
walking than riding. Within 
reason, this would be a boon 
to our national health but it 
will also be a serious blow to 
a form of transportation upon 
which our citizenry has de- 
pended very largely for doing 
sales work and for its general 
family traveling economi- 
cally and conveniently. Low 
priced, efficient motor cars 
have enabled a large part of 
our population to live in the 
country fairly well removed 
from regular commercial 
transportation, or at least well 
away from the nearest railroad 
station. This has built up many 
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suburban and semi-rural com- 
munities and represents many 
millions of dollars of invest- 
ment in homes, stores, schools, 
streets, churches, etc., all de- 
pending upon the availability 
of auto transportation. This 
development has given many 
thousands of workers gainful 
employment in the building 
fields and then in the main- 
tenance of such communities. 
Therefore, the seriousness of 
the threat to available motor 
car transportation can hardly 
be overestimated, nor can we 
quickly appraise the disrup- 
tion it may cause in our living 
standards. If it forces central- 
ization of families, the towns 
and cities will be unable to 
house the people. It will be 
difficult to hold down rents. 
Such a situation might force 
the abandonment of many 
thousands of homes with a 
huge resulting tax loss and ir- 
reparable financial losses to 
many home owners. Unem- 
ployment has already been 
caused by the order stopping 
the sales of new cars and tires 
and more will follow. It is 
probable that many auto deal- 
ers without a good service and 
repair department will have to 
go out of business or seek 
other lines which will cut into 
the available business of other 
types of existing retail stores. 
To take away from thousands 
of business men the free use of 
their cars is equivalent to put- 
ting them out of business. Un- 
less by recapping or retreading 
present tires and the early de- 
velopment of substitute mate- 
rials, plus a more judicious 
use of cars for non-essential 
trips, we are able to maintain 
motor car transportation on a 
fairly large scale, we will have 
to return to “Shank’s Mare”— 
a thoroughly reliable vehicle 
for short distances where speed 
is not required, but. a very 
much outmoded method under 
our present community set-up. 
Such a situation will have a 


most penetrating adverse effect 
on our economy and will cause 
failures and unemployment on 
a large scale. 


Priority Forms:— 

It is necessary to again re- 
mind retail and _ wholesale 
hardware distributors that they 
must immediately stop ignor- 
ing requests from their sup- 
pliers for various priority 
claims data on the special 
forms provided for this pur- 
pose. For more than a year 
goods have been moving out of 
warehouses and stores much 
more rapidly than _replace- 
ments can be secured. On lines 
made of critical materials 
there can no longer be replace- 
ment without acceptable prior- 
ity claims. If manufacturers 
do not obtain these necessary 
documents they will be unable 
to obtain raw materials. Many 
serious shortages will result. 
Producers whose merchandise 
is sold through electrical. 
plumbing and other channels 
in addition to their hardware 
distribution continually report 
that only their hardware trade 
customers are lax on this ques- 
tion of priority reports. An- 
other unnecessary and unfor- 
tunate factor is the reported 
carelessness in adequately esti- 
mating percentages of sales 
related to defense work. A 
current observation on_ this 
problem from a well known 
manufacturing executive is as 
follows: 

“Under present condi- 
lions it is my opinion that 
hardware lines will be 
greatly restricted, especially 
those items not going into 
defense work. I do believe 
that jobbers could have 
helped themselves immense- 
ly six or seven months ago 
by making a more complete 
survey of their sales. It 
would have helped them in 


many lines, because I know 
(Continued on page 26) 
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Lockwood makes this bulletin available, as a service 
to the hardware trade. It’s yours for the asking— 
no obligation. It is a brief, authoritative outline of 
the use of Preference Rating Order P-55 in securing 
builders’ hardware for residential or community build- 
ings in defense areas. It also lists all cOmmunities 
officially designated as “DEFENSE HOUSING CRIT- 
ICAL AREAS.” 

The bulletin also outlines use of Preference Rating 
Order P-71, with which material is made available 
for completion of residential buildings (excluding 
hotels) for which foundations were complete on 
October 9, 1941. 


LOCKWOOD HARDWARE MFG. COMPANY 


Independent Lock Company 
FITCHBURG, MASSACHUSETTS 


Division of 


PATRICIAN POLYFLEX MORTISE LOCK 
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All-out work for Victory 


This is No. 1 Job of every American. It’s the biggest 
job in the world today, and we can all find a place 
in it. Here at Lockwood we are busy making builders’ 
hardware for Defense Housing—and helping the war 
effort in many other ways. But we're not too busy to 
help you in any way that lies within our 
power. Send us your priority orders—we'll 
give them prompt attention. And let us know 
if we can be of any further help to you. 
We want to be. 
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Mec: 


E’VE got to 
have taxes—lots of them—and 
heavy ones,” comments a patriotic 
hardware merchant—you ve heard 
him. “So we might as well make 
up our minds to ‘take it.’ There’s 
nothing to be done.” 

Colossal taxes are inevitable. 
Every hardware man is for them; 
they are necessary in order to win 
this war. Necessary, too, is a na- 
tional economy which does not 
break down—with retailers who 
continue in a position to deliver 
service, employ workers and pay 
taxes. 

Taxes can be heavy, yet fair and 
sound. The latter are the only 
kind which serve the ational wel- 
fare and which merchants should 
be for. On the other hand, taxa- 
tion can be handled with gross in- 





justice to merchants, or used to 
put into effect political theories 
and concepts a hardware merchant 
should oppose with his last breath. 
For one thing, we must ask 
that Congress, considering retail 
taxes, give retail spokesmen an 
effective opportunity to be heard 
in committee. “We're patriotic— 
but we have rights as Americans,” 
we should say. “We ask, as 6ur 
privilege, that when retail tax laws 
are written, the Federal statutes 
make a reasonable attempt to deal 
with the questions which will 
otherwise inevitably arise. When 
Congress doesn’t do this, we haye 
taxation by bureaucrats, which is 
undemocratic and unfair.” 


Taxation 
by Bureaucrats 
This is the sort of thing we 
mean: On October 1, 1941. hun- 
dreds of thousands of retail mer- 














“*We might as well make up our minds to 
“take it.” There’s nothing to be done. 


,” 





RETAILING UNDER 


JOHN T. BARTLETT 


chants (including hardware deal- 
ers in a limited way) began to 
collect 10 per cent retail sales taxes 
on jewelry, furs, and cosmetics. 
They knew there was a new tax; 
the Department of Internal Reve- 
nue had bombarded them; so had 
association secretaries. But, start- 
ing to collect, they ran smack into 
literally dozens of questions which 
the Federal Revenue Act of 1941 
didn’t cover. The merchant had to 
“use his judgment.” or guess at 
the answer. 

To retail sales taxes which would 
collect hundreds of millions of 
dollars, annually, Congress had 
given not much more than a few 
paragraphs. On this same Octo- 
ber 1—but days before most retail 
merchants would have the infor- 
mation—the Federal Register pub- 
lished six-and-one-half pages of 
small-type interpretations—ruling 
what the retailer should, or should 
not, do. Even so, many (and some 
of the most important) questions 
were left undetermined, later to be 
ruled on. 
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NATIONAL DEFENSE 


In Six Parts—Part 5 


Defense Taxation— 


The Merchant’s Stake 


By JOHN T. BARTLETT 


Business Research Specialist 


These interpretations declared. 
for example, that in the event of 
a trade-in, the tax must be paid on 
the allowed amount “but not less 
than the fair market value”; that 
an affidavit must be secured when 
exemption was claimed for sale 
for religious purposes; . that the 
merchant must have written proof 
to substantiate a claim that cost 
of an item using fur was greater 
than the taxable material; that 
the merchant must pay taxes on 
uncollected credit sales. There 
were many more rulings than 
these—most of them spelling big- 
ger tax collections, some of them 
inconvenient and costly for hard- 
ware and other merchants. 

On the other hand, it quickly 
appeared that the statute’s left- 
handed approach to the passing-on 
question would give trouble in 
competition. Sec. 2409 of the Act 
prescribes a fine (“not more than 
$1000”) for representing that the 
tax is not passed on. This is de- 
cidedly different from a forthright 
requirement that tax be collected 
from the consumer. The legis- 
lature of my state, Colorado, pass- 
ing a retail sales tax, worked with 
retail representatives — collection 
from consumer was made manda- 
tory in the statute. Colorado, in- 
cidentally, exempts trade-ins from 
the sales tax. 
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The Wage-Hour Division, in- 
terpreting the Wage-Hour Act, 
which exempts retailing, is, like 
the Internal Revenue Department, 
consistently eager to collect bigger 
taxes from more people. 

Instance the interpretation an- 
nounced in June, ruling that a 
retail store having more than 25 
per cent “non-retail” sales must 





observe the Federal Wage-Hour 
provisions. A year before, the 
Division had ruled that it took 
over 50 per cent “non-retail” 
(placing its own interpretation on 
the meaning) sales to bring, a re- 
tail store under the law. 

These cases sum up to this 
brief and_hastily-written tax 
measures, which are sure to re- 
quire elaborate bureaucratic or 
court interpretation, are grossly 
unfair to hardware and other mer- 
chants. The government depart- 
ments, “interpreting,” usually lean 
over backward to favor the Trea- 
sury; individual merchants cannot 
afford to fight a case through 
several courts. 

In future, retail trade should 
demand that congressional com- 
mittees, considering — legislation 
affecting retailing (tax or other- 
wise), should work with retail 
spokesmen. If this had been done, 





“Every Congressman watches his mail . .. but he doesn’t receive 
as much constituent information as he would like to have. 
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a large part of the headaches now 
occurring under the 194] Federal 
retail sales taxes would have been 
averted. 


Oppose Retail 
Sales Tax 


We must oppose further Federal 
retail sales taxes. The present 
taxes are a wedge—1942 will find 
others proposed, some hitting the 
hardware trade. Collection costs 
of such taxes are so prohibitively 
great, by comparison with taxes at 
source, that a nation which sorely 
needs to avert waste should not 
consider them. During congres- 
sional discussion of the present 
jewelry tax, it was shown collec- 
tion of a tax at source would cost 
less than $50,000 a year. Collec- 
tions from retail outlets will cost, 
it is estimated, several million 
dollars. 

If further Federal retail taxes 
are passed, we must use all our in- 
fluence to assure that passing-on is 
explicitly made mandatory. 

If payroll taxes are enacted, we 
must insist that they be genuine 
taxes on payroll, assumed by the 
employee and not an indirect meth- 
od of taking profit out of business 
and compelling loss. Income taxes 
can be counted on to tap any prof- 
its retail merchants have an op- 
portunity to make. 

Merchants must fight all at- 
tempts to tax advertising. The 
1941 Federal Tax bill, as passed 
by the house, placed taxes on radio 
and outdoor advertising. Fortu- 
nately, the Senate finance com- 
mittee eliminated this feature. 

The proposed levies on radio 
stations and outdoor advertisers 
were far from the innocent things 
they seemed. Offhand, a hard- 
ware merchant might say, “Sure, 
tax outdoor advertising. It dis- 
figures the landscape. Besides, | 
don’t use it or don’t expect to.” 
He might ponder further, “These 
big radio stations enjoy a mo- 
nopoly, and should pay for it.” 
But the issue involved is far 
deeper. 

Influential men and women of 
the brain-trust variety are bitterly 
opposed to advertising. They be- 
lieve that advertising is a corner- 
stone of the capitalistic system 
which they hate. They realize 
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that, if they can tax or otherwise 
force advertising out of existence, 
they will take a long stride toward 
establishing a complete socialistic, 
or communistic, system. 

It is hard to imagine how 
American business, of all kinds, 
could have possibly reached its 
present state of high development 
without advertising. 

All hardware merchants should 
understand this. They should un- 
derstand, too, that advertising may 
be attacked on other fronts. Al- 
ready there have been hints from 
high officials that, during the 
present emergency, perhaps ad- 
vertising should be limited. Hard- 
ware dealers should oppose such 
propaganda with all their energy 
and influence. 


Protecting Ourselves 


If retail merchants will use the 
influence they possess, they can do 
a good job of protecting them- 
selves against unfair retail tax 
legislation at Washington. 

They should speak through 
their trade associations. They 
should write personal letters. 
Every Congressman watches his 
mail. An _ occasional dramatic 
issue floods him with communica- 


tions, but most of the time, he 
doesn’t receive as much constitu- 
ent information and recommenda- 
tion as he would like to have. 

Congressmen respect retailers. 
They know the large influence that 
hardware retailers and other mer- 
chants exercise on the Main 
Streets of America. They know 
that they are the community 
leaders of thousands of towns and 
cities. They recognize the intel- 
lect, observation, and judgment of 
merchants as being decidedly 
superior. 

It is more important to enact 
sound tax legislation in war-time 
than at any other time. 

Concerning taxes or any other 
legislation affecting retail trade— 
when you really have something 
to say—write the Congressman 
from your district, the Senators 
from your state. You should 
make it a point to call at their 
offices sometime in Washington. 
When they are at home during 
recesses, look them up for con- 
versations. 

And while you are doing a con- 
scientious job of tax comment, be 
sure to talk, too, of waste in non- 
defense spending—of the obliga- 

(Continued on page 71) 





To Show Electrical Fixtures 


HIS overhead fixture enables P. 
E. Snyder & Sons, Blanchester, 
Ohio, to show a wide variety of elec- 
trical fixtures. The display is 
located at the front, of the store di- 


rectly over tables containing elec- 
trical supplies and appliances of all 
kind. Every fixture shown in the 
display may be lighted individually, 
a valuable feature is such a display. 





Customers’ attention is drawn to this attractive 
display when the individual fixtures are lighted. 
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Prices Fixed by OPA for 


Cooking and Heating Stoves 


A MANUFACTUR- 


er’s ceiling was placed on domes- 
tic cooking and heating stoves on 
Jan. 2 by OPA, using the first half 
of 1941 as a base period. “Regu- 
lar line” prices are not to exceed 
112 per cent of the lowest price 
quoted, and “private brand” stove 
prices are not to go any higher 
than 112 per cent of the lowest 
price charged during the period. 
Attempts to violate maximum 
prices by changing specifications, 
under Price Schedule No. 64, 
which went into effect Jan. 5, are 
taken care of by a provision which 
forbids major changes in specifi- 
cations without OPA approval. 
The schedule automatically 
amends all existing private con- 
tracts by forbidding the charging 
of prices higher than the maxi- 
mum permitted under the order 
after the effective date, but cost- 
plus contracts of the United States 


By L. W. MOFFETT 
Washington Representative 


of HARDWARE AGE 


and those of any foreign govern- 
ment specially mentioned in the 
order are not affected. No OPA 
approval is necessary for design 
changes in stoves sold under the 
foregoing governmental contracts. 

Reductions in cost, caused by 
OPA’s previous order to dispense 
with cover tops on domestic stoves, 
must be passed on to the consum- 
er, and the proof of adjustment 
must be filed with OPA. Manufac- 
turers were warned by Leon Hen- 
derson, OPA administrator, not to 
avoid the effect of the ceiling by 
concentrating on higher priced 
models of reduced quality, and 
that controls of all resales may fol- 
low if wholesalers and retailers ad- 
vance prices too greatly. 

When studies of stove prices 
were being made, manufacturers 


were requested not to raise their 
prices above the Oct. 24, 1941, lev- 
els, so the present ceilings net ef- 
fect is to make prices about 2 per 
cent above the mid-October level. 

Minor changes which do not af- 
fect quality such as the limitation 
or addition of decorative strips, 
moldings, surface paneling, and 
hardware are among those listed 
which do not require OPA ap- 
proval. 

With OPA’s approval, a pro- 
ducer may make any major change 
such as the introduction of a new 
model made necessary because of 
material scarcity, or prohibitive 
costs. Similar OPA permission 
must be obtained if a producer 
wishes to make changes or intro- 
duce a new stove for the purpose 
of conserving strategic materials. 

Manufacturers are required to 
report the discontinuance of any 
models, and to file monthly rec- 
ords of production broken down 
by models. 


Farm Equipment Repair Parts 
Production Set at 150 Per Cent 


A BROAD program to 


make available materials for farm 
equipment to carry out the Agri- 
culture Department’s 1942 food 
program was announced Dec. 28 
by Priorities Director Nelson. 
Effect of the program is to restrict 
materials available for new farm 
machinery to an average of ap- 
proximately 83 per cent of the 
materials used for similar pur- 
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of 1940 Level 


New machinery set at 83 per cent rate. 
A-3 rating made available. Quotas an- 
nounced for various equipment. Steel 
wheelbarrow production is eliminated. 


poses in 1940, and to permit the 
use of materials for repair parts 
at an average rate of about 150 
per cent of the 1940 level. 
Bearing in mind the 1942 food 
production requirements, some of 
the products on the schedule of 








permissible production and _ the 
rate at which they can be manu- 
factured compared with the 1940 
output are: 

Horse or tractor drawn potato 
planters,58 per cent; grain binders, 
75 per cent; rice binders, 100 per 
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cent; hay press combines (win- 
dow pick-up), 353 per cent; pea- 
nut pickers, 208 per cent; steel 
stock tanks, 52 per cent; wooden 
stock tanks, 351 per cent; steel 
stock pens, 50 per cent; metal 
grain bins, 11 per cent; silos, 90 
per cent; horseshoes and horse- 
shoe nails, 90 per cent; wooden 
wheelbarrows, 100 per cent; steel 
(tubular) wheelbarrows, none; 
subsoil plows, 50 per cent; walk- 
ing plow-type potato diggers, 100 
per cent; windmill pumps, 100 per 
cent; small incubators, 60 per 
cent; and power dusters, 103 per 
cent, 

The limitation order places spe- 
cial emphasis on the necessity for 
adopting conservation measures 
and requires producers to under- 





take plans for substitution, rede- 
sign, and respecification in order 
to eliminate use of scare mate- 
rials. 

An A-3 preference rating is 
made available for materials nec- 
essary to produce machinery to 
turn out food supplies at the rate 
of 115 per cent of the 1924-1929 
level. The program is related both 
to domestic needs and to foreign 
requirements under the lend-lease 
program. 

Preference Rating Order P-95 
and Limitation Order L-26 were 
signed to put the plan into effect. 
Preference Rating Orders P-32 
and P-33, under which ratings of 
B-1 and A-8 respectively, were as- 
signed, are automatically revoked. 
The limitation order covers the 


period from Nov. 1, 1941, to Oct. 
31, 1942. As soon as producers 
receive copies of the preference 
rating order, they may apply the 
new rating to supplies. 

With the A-3 rating assigned, it 
is expected that farm equipment 
manufacturers can obtain 1,123,- 
916 tons of critical materials for 
new machines for domestic use; 
197,112 tons for domestic repair 
parts, and 172,614 tons for new 
machines and repair parts for ex- 
port purposes. 

Figures furnished by the Farm 
Equipment Institute showed that 
in 1940, critical materials used for 
domestic new machines totaled 
1,354,644 tons; those for domestic 
repair parts, 330,720 tons, and for 
export purposes, 182,691 tons. 


Just Among Ourselves 


that jobbers have sold large 

quantities of material di- 

rect to defense plants, gov- 

ernment arsenals, etc., and 
undoubtedly many dealers 
have, but they failed to 
check on each line, rather 
preferring to take the easy 
way of averaging their en- 
tire volume against the vol- 
ume of what they considered 
defense business. As illus- 
tration—I know one jobber 

gave us a percentage of 38 

per cent for defense work. 

I definitely know that, inso- 

far as our line was con- 

cerned, the quantity of ma- 
terial we shipped on their 

orders represented about 83 

per cent. I tried to get them 

to change this but they 
wouldn’t do so.” 

The writer of this letter isn’t 
angry at his customers. He is 
terribly discouraged. He tells 
us that the most flagrant of- 
fenders are now clamoring for 
goods they might have had if 
priority forms had been sup- 
plied as and when requested. 
This matter of priority cannot 
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(Continued from page 20) 


be ignored by those who expect 
to stay in business. The need 
increases each day as we get 
further into the “shooting 
war.” It is futile to argue that 
it is a nuisance. Everybody 
knows that. Under the circum- 
stances there is no escape from 
the requirement. Priority 
forms must be provided. 


Employment 
Applications: — 


A mid-western hardware 
specialty manufacturer adver- 
tised in Harpware AGE that 
he had a certain territory open. 
He invited interested candi- 
dates located in the area indi- 
cated, to write him giving full 
details. He received a great 
many applications promptly 
but only one prospect stated 
age, experience, territory cov- 
ered, references, lines now be- 
ing handled, previous business 
connections, commission ex- 
pected, date of availability, 
kind of trade covered and how 
long, or specifically asked for 
a personal interview. Says this 


manufacturer “All the rest of 
them talked about how good 
they were but provided no spe- 
cific information on which to 
properly appraise their 
worth.” Under present day 
conditions we may _ expect 
many dislocations; shifting of 
salesmen; sales representatives 
changing lines or seeking ad- 
ditional lines to maintain vol- 
ume but we can hardly expect 
very many offers of desirable 
lines in proportion to the men 
available for such representa- 
tion. In the case cited I expect 
to see the man who made a 
complete application receive 
prime consideration—yet on 
the merits of the case he may 
not be the best choice for the 
job. It certainly behooves all 
applicants for jobs or for lines 
to be as completely informa- 
tive as possible when seeking 
new connections-—for the pros- 
pective employer is fully justi- 
fied in thinking “If he is care- 
less or incomplete in his ef- 
forts to sell himself what can 
I expect him to do with my 
line?” 
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ALES of trophies 
and medals amount to several 
thousands of dollars each year at 
the store of John FE. Larrabee & 
Co., Amsterdam, N. Y. This line 
has been stocked for several years 
and is a part of the firm’s very 
complete sporting goods depart- 
ment. It fits nicely into this clas- 
sification, since many of the people 
interested in athletic equipment 
are also interested in trophies at 
some time during the year. 

Strangely enough, trophy and 
medal sales are best during the 
month of February. Sales of other 
sporting goods are lowest during 
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February’s Their Top Mont 
for Trophy Sales 


John E. Larrabee & Co. finds they 





Trophies 
entrance tot 


this month with the result that this 
unusual line fills a volume gap in 
the department, something  ex- 
tremely desirable in any business 
and something very difficult to ac- 
complish in most departments. 
Immediately following the in- 
stallation of the trophy line, the 
firm noticed that it was experienc- 
ing increased business from many 
old patrons and was, in addition, 
gaining a large number of new 
customers. One of the most sur- 
prising things was the number of 
individuals, clubs, leagues, schools, 
colleges, teams, and other organ- 
izations that required trophies of 


are shown atop t 
he department. 


goods 


ont». te 
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his fixture facing t 
Everybody sees them. 





various kinds during the year. The 
fact that the company enjoyed a 
large sporting goods business and 
carried a complete line of all ath- 
letic equipment was, no doubt, 
largely responsible for this condi- 
tion. 

The average inventory of tro- 
phies and medals in stock the year 
round amounts to more than $300 
and, during the better volume 
months, this increases as much as 
100 per cent. 


Customers are better satisfied 
and buy more quickly if they have 
a wide selection of trophies from 

(Continued on page 74) 
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\ \ « D. AUGUST opened his new 


store in a fast growing neighborhood section of Co- 
lumbus, Ohio, a short time ago. He had always 
wanted to own a hardware store, but until he moved 
to Columbus he had never been able to realize this 
ambition. 

The store is modern throughout and is well 
lighted and well arranged. Customers like its cheer- 
ful, pleasant atmosphere and are showing their 
appreciation by returning again and again to pur- 
chase their hardware needs. 

The building which houses the business is ap- 
proximately 20 ft. wide and 65 ft. long. Fixtures 
are finished in oak while backgrounds, door panels 
and ledge surfaces are painted a light color. Both 
sidewalls and ceiling are painted a light shade. 
Lighting units provide ample illumination through- 
out the room. These are semi-direct enclosed fix- 
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A New Store O 


Electrical goods and housewares are displayed 
at the front along this sidewall. Paint and 
cleaning supplies are at the rear. These fix- 
tures are equipped with display ledges for 
showing popular selling merchandise. The table 
units in the center of the floor are headed 
by the half-round, sloping top cutlery case. 


tures hung on chains about 3 ft. from the ceiling. 

Display tables through the center of the floor are 
placed back to back, an arrangement which permits 
wider aisles. A nail counter, which also serves as a 
wrapping spot, is located at the rear of the last table 
section. Customers usually move to this point while 
waiting for purchases to be wrapped. Side and 
cross traffic aisles are ample in width and encourage 
shoppers to visit all parts of the store. 

The complete store was planned and fixtures sup- 
plied by the dealer service division of The Geo. 
Worthington Co., Cleveland, Ohio, which is under 
the direction of W. J. Sheely. This division also took 
over the job of installing the equipment, arranging 
displays and marking and stocking all merchandise. 
As a result of this assistance, Mr. August claims that 
considerable time was saved and many mistakes 
avoided in the opening of this new business. 
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Columbus 


Fine layout and lighting 
bring sales to W. D. August 





Tools and hardware are, featured in the modern 
equipment along this sidewall where ledges 
are also used for showing popular items. The 
large tools are on hooks in the open case and 
smaller items are presented on panel doors. 
Seasonal merchandise is shown on two tables 
placed back to back behind the cutlery case. 
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Tools and hardware 
items are on these 
panels and quality 
and size of items 
can be easily com- 
pared. This helps 
customers and also 
saves  salesmen’s 
time. Glass strips 
serve as bin divi- 
sions on the dis- 
play ledge while 
price tickets are 
used on each bin. 
Drawers at base of 
the fixture hold 
the surplus stock. 








The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Clean Hardware Stores _ sir iver a opportunity 1 


A, Y retail store 


seeking the women’s trade and the 
better class masculine patronage 
must be spotlessly clean. Too often, 
surveys on this question have been 
critical of many hardware stores 
and have reported them as untidy 
and actually dirty. This is a seri- 
ous indictment and need not exist. 
There is no excuse for conducting 
anything other than a clean, at- 
tractive store. 

Much of the responsibility for 
keeping the store clean rests upon 
the employees. This is a very 
important work. Customers like to 
shop and trade in a clean store and 
they will usually purchase more 
items if the merchandise is clean 
and neatly arranged. 

Make the merchandise of your 
store more desirable by keeping 
everything spic and span. Enlist 
the support of your employer in 
the division of this responsibility 
where the store is large and there 
are a number of employees. Such 
a suggestion will be welcomed by 
your employer who is probably 
more interested in having a clean 
store than anyone else. After all, 
he is the one W ho receives most of 
the credit (good or bad) for the 
type of store he operates. 


Keep Busy 
Keeping Busy 

Daniel R. Woodbury. Waite 
Hardware Co., Southbridge, Mass., 
submitted an entry for the Decem- 
ber Idea Contest, winners of which 
are announced on these pages. Mr. 
Woodbury’s entry was not truly 
an answer to the question and 
could not be consid- 
ered in the contest. 
However, he pre- 
sents some thoughts 


that are very much worth while 
and we are passing them along to 
you. Please read them carefully 
and remember them. 

He says, “I believe responsibil- 
ity for a talkative customer rests 
entirely on the salesman. No one 
will stand around and talk unless 


do it. Don’t give customers an 
opening and then you will not be 
faced with the problem of taking 
leave without offense. 

“I know from experience that 
if you act busy, look busy, and are 
busy you will not create an open- 
ing and consequently will have no 


problem.” 





The Winners of the 
December Idea Contest 


The editors of HARDWARE AGE acting as judges, 
have selected the following first, second, and third prize 
winners of the December Idea Contest which called for 


answers to the following: 


“You have just waited on a customer who now 
wants to kill time in conversation. How would 
you take leave of him and what would you say 
in doing this without offending him?” 


FIRST PRIZE — $5.00 
Won by 
RUSSELL R. MILLER 
Porter's Hardware, 
Ogallala, Neb. 


“If you are not busy, converse 
with the customer for he comes 





RUSSELL R. MILLER 


first. However, instead of idle 
chatter try to sell him something 
else by suggesting, showing, and 
talking of the merits of different 
merchandise. If you have other 
customers it is very easy to take 
leave of the one you have waited 
upon. Thank the customer and 
invite him or her to come in again. 
Then hurry to your next custom- 
a" 
x *k * 


SECOND PRIZE — $3.00 
Won by 
W. B. HOPE, 
A. D. Hope & Sons, 
McKinney, Tex. 


“I would take leave of a cus- 
tomer who has been waited upon 
and wants to kill time by talking 
in this manner. ‘Now, then, please 

































look around our store, if you 
have time to do so, while I finish 
a little work I have to do. You 
will be surprised how many dif- 
ferent items we carry in stock, and 
you might find something you 
need. If you find an item about 
which you wish more information 
just let me know.’ ” 
x * * 
THIRD PRIZE — $2.00 
Won by 
JOHN P. FEROGLIA 
Kellogg Hardware, 
Kellogg, Idaho 


“Our method of taking leave of 
a time-killing customer is a pre- 
arranged routine. Employees on 
the floor are instructed to come 
to the aid of each other, so when 
a loiterer starts a time-killing con- 











JOHN P. FEROGLIA 


versation, another employee ex- 
cuses himself from his customer. 
comes to the detained worker and 
asks for some assistance. This 
provides an opening so the con- 
versation can be broken up.” 





Honorable Mention 


The judges award the rating of Honorable Mention and a 
payment of $1.00 to the following contestants whose entries, 
though not winning one of the major prizes, were considered 


worthy of ppublication. 


HOWARD L. MAYBERRY, 
Graff Brothers Inc., Pitts- 
burgh, Pa. 

“After I had served my cus- 
tomer to the best of my ability, I 
would leave him with the idea that 
I was very busy, thank him for his 
patronage and, with a cheery ges- 
ture, ask him to come in again.” 


x *&* * 


MRS. R. L. BRAMLETT, 
Allen & Jemison, Tusca- 
loosa, Ala. 

“I find the best way to get rid 
of customers who want to hang 
around and talk after a sale is to 
suggest going out for a cold drink 
or a cup of coffee. Usually as soon 





as they are out on the street they 
think of something else to do and 
go their way, leaving you free to 
return to your work.” 


x * * 


GEORGE DICKER, Rich- 
mond Hardware Co., Wil- 
liston Park, N. Y. 


“When the customer starts to 
tell me about his favorite subject 
I let him make a few statements 
and then interrupt him. [| tell him 
that, ‘I could talk for hours on this 
for it is also my favorite subject. 
However, if I do, how will I be 
able to get all my work done. Why 
don’t you come in this evening 
between six and seven when [| 
won't be so busy!” As a rule they 


You receive $1.00 for each idea 
considered worthy and accept- 
ed for publication. Watch these 
pages of successful ideas. 


do not return as that is dinner 
time. It also discourages the per- 
son from making another attempt 
to kill time later on.” 


2 © 


RUSSELL C. CAYWOOD, 
Milton Hardware Co., 
Cleveland, Ohio. 


“Your conduct depends upon 
the subject of the conversation. If 
information of a helpful nature is 
being sought, or a recent experi- 
ence being related, you might 
pleasantly excuse yourself and 
trust in the intelligence of the cus- 
tomer not to become offended. 
This, of course, should be politely 
done and only after a reasonable 
length of time has elapsed. How- 
ever, the average time-killer is an 
easy going individual and no of- 
fense is conveyed if you keep up a 
running conversation as you go 
about your duties throughout the 
store, or break off abruptly to wait 
on a customer.” 


a & @ 


J. M. STANLEY, JR., Railey 
Milam Inc., Miami, Fla. 


“| have found that a frank state- 
ment of why I cannot stay and 
talk is a very good policy. I usual- 
ly say, ‘I am sorry to leave but | 
have a lot of merchandise to check 
and price and this,must be done 
right away. Won't you hurry back 
when you need something else.’ ” 


xk 


L. N. PORTER, Porter's 
Hardware, Ogallala, Neb. 
“We discourage the talkative 
customer by selecting some item of 
merchandise which we think will 
appeal to him and then ask him to 
inspect it and give us his opinion 
as to its usefulness. 
To facilitate _ this, 
we keep some new 
items near our cash 











register. This display is changed 
often and the items displayed ap- 
peal generally to all our customers. 
This works quite well.” 


x * * 


BENJ. S. A. KAYE, “K” 
Lock & Hdwe. Co., Glens 
Falls, N. Y. 


“I usually try to discourage the 
customer's conversation by going 
to work. There is always stock to 
be dusted, and merchandise to be 
checked and put away. A customer 
who understands anything at all 
about business will surmise that 
unnecessary conversation not per- 
taining to business is uncalled for 
at this time. Most of them will 
realize the importance of the work 
you are doing and go on their 
way.” 

kk 
BERNARD _  JALBERT, 

Waite Hardware Co., 
Southbridge, Mass. 


“There can never be a set rule 
to follow in handling a talkative 
customer. I have seen times when 
it paid to listen even against my 
will. The Good Book says, ‘Ye 
shall know the truth and the truth 
shall make you free.’ So after all 
isn’t it better to tell the truth, 
courteously and with frankness? 
[ am sure most customers will 
never be offended or hold a grudge 
against you for being honest. 

“Why not say, ‘Do you mind if 
I get busy Mr. So and So. I’ve got 


a lot of extra work to do today 
and I’ve got to hurry. You will 
not be angry will you?’ This al- 
ways works with me.” 


x** 


LENA DAY, DeVore Hard- 
ware Co., Monongahela, 
Pa. 


“I would first consider the per- 
son’s disposition. Some people are 
hurt more easily than others and 
a salesperson must be very careful 
not to injure anyone’s feelings. 

“If the customer is of a jolly 
type, I would listen for a while 
and perhaps ask a few questions 
to show him that I was interested. 
Then I would ask to be excused, 
stating that there were certain 
things that must be done today 
and that I would have to get 
started on them. A customer will 
not be offended if you ask to be 
excused in a nice way and give a 
good reason for your actions.” 


x * * 


H. M. DOUGLAS, W. H. 
Douglas Hardware, Com- 
merce, Tex. 

“To get rid of our ‘visiting 
customer’ we nonchalantly begin 
to rearrange the items in a case or 
nearby table. If the customer is 
one who hates to spend a dime, we 
pick out items that we feel every 
home should have and then try to 
sell them to him. After being 
shown a few such items, he is usu- 
ally anxious to leave before he 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


weakens and spends some more of 
funds. We also try to explain that 
we have work to do and find this 
is one of the best methods.” 


* &® ® 


STANLEY SAFIER, Yellow 
Front Hardware Co., Bal- 
timore, Md. 


“I would take leave of a con- 
versation engaging customer by 
thanking him for his purchase and 
requesting him to drop around 
some evening at his convenience 
when we could have more time to 
spend in discussing different mat- 
ters. I would tell him that I'd 
like to talk a while longer, but 
have some bills to check or some 
other work that must be done.” 


x ke * 


WM. H. BAILEY, Perth Am- 
boy Hardware Co., Perth 
Amboy, N. J. 

“I would discourage the talka- 
tive, time wasting customer by 
switching the conversation to an 
item of merchandise and by trying 
to sell it to him. Ask him if he 
has seen the new type screw driver 
or some other article that might 
be of interest to him. Tell him of 
the pleasure to be derived in the 
use of the item. Invite him to 
look at other new merchandise on 
the tables and to make himself at 
home. Then ask to be excused for 
a few minutes. The customer al- 
ways answers ‘sure’ and is not of- 


fended.” 


Copy this form on a penny 
post card if more than one 
form is necessary. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 


ities of this club, as often as | can. 


Name 
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| am submitting the following question or subject as worthy material for dis- 


cussion by this organization. 
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lo prospects to view 
t- appliances from all 
'd angles. Each of the 
refrigerators and 
at ranges on display 
1e bear price tags. 
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; Last year the Phipps Hardware 
D Co., Greensboro, N. C., sold four 
OWN in Greens- : ‘ 
teiees SE te mines ees complete kitchens in 10 weeks 
ment of the Phipps Hardware Co. ’ 
doesn’t confine itself to the sale of 
penny individual major appliances — it 
an one goes after the sale of complete 
ry. kitchen installations. Present-day 






conditions have increased the in- 
terest in older homes in that city 
of 60,000, with the result that the 
firm is making a determined ef- 
fort to interest people occupying 
houses from 15 to 20 years of 
age in the purchase of complete 
modern kitchens. 

“We have not missed a kitchen 
sale we have gone after,” says 















(Continued on page 71) 







Here’s another section of the 
appliance department in which 
kitchen and laundry equipment 
are featured to advantage. 
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Moore than 60 per 


cent of the business of the remod- 
eled store of Lee S. Rigby in 
Springfield, N. J., a town of ap- 
proximately 1700 population, 
comes from surrounding commu- 
nities. According to Mr. Rigby, 
several factors are responsible for 
this condition, the store’s location 
on a main traveled highway, its 
ample parking space for motorist 
customers, and the fact that it is 
surrounded by some of the most 
attractive residential communities 
in the state, being the most impor- 
tant ones. 

“Most stores cater principally 
to pedestrians but ours depends 
largely upon auto traffic,” says 
Mr. Rigby. “People either come 
to the store in their cars or they 
stop at it on their way to and 
from work. Commuters must pass 
our store twice every day and they 
find it very convenient to stop and 
shop at those times. There is al- 
ways plenty of parking space avail- 
able, for we are several blocks 
away from the main trading cen- 
ter of Springfield. 





Motorists Step on Their 


Sidewalk displays and bulletin 
board stop them and the inside 
of the store completes the job 


“Under such conditions, side- 
walk displays play a big part in 
building business. People can see 
merchandise shown in this man- 
ner as they whiz past and it usu- 
ally makes an impression on 
them. We know that displays of 


this type produce a good many 
sales and cause motorists to stop. 
When they come inside the store 
they are always surprised at our 
modern equipment and attractive 


displays.” 
The sidewalk in front of the 








Steel goods are 
shown in a wall 
case to the left 
of the central 
stairs while a 
removable fix- 
ture displays 
lawn and garden 
accessories for 
the inspection 
of the shoppers. 


Wooden cut out let- 
ters are used upon 
the tops of fixtures 
to identify many of 
the departments in 
the store. Excellent 
lighting makes this 
a very easy matter. 
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Sidewalk displays of 
seasonal merchandise 
are shown near the 
curb where passing 
motorists will see 
them. The brief mes- 
sages in large let- 
ters on the bulletin 
board can be easily 
read from a distance. 


store is exceptionally wide, and 
the space along the curb can be 
used to display all kinds of larger 


s eect? 


ph aed 


This platform is 
used for showing 
various types of 
seasonal goods 
which are changed 
frequently. The 
floor at the rear 
is slightly high- 
er and is reached 
by a short, wide 
flight of steps. 


Gift goods and elec- 
trical supplies are 
shown in well light- 
ed wall cases. The 
rounded corners on 
the battery header 
tables make aisles 
appear much wider. 
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seasonal merchandise and _ still 
leave ample space for pedestrians. 
A bulletin board is an impor- 
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Brakes in Front of Rigby’s 





tant part of the curb display. This 
board either carries messages 
about the merchandise on display 
or tells of the services offered by 
the firm. Messages must be brief, 
otherwise the motorist driving by 
would not have time to read them 
and the lettering must be large 
enough to be seen from a consid- 
erable distance. Seasonal items 
are advertised on this board most 
of the time and prices are always 
given for they serve to attract the 
attention of the passing motorists. 
Advertising messages are changed 
frequently. Mr. Rigby says that 
this board is one of the store’s best 
advertising mediums. 

Women customers have been 
making larger purchases since the 
installation of the new fixtures 
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and displays. The new store ar- 
rangement makes it easier for 
them to shop while the displays 
serve to stimulate many extra 
sales of related items. 

Cleanliness is an important fac- 
tor in a store that caters to women 
and Mr. Rigby accordingly has a 
woman come to the store every 
morning to clean and dust. Sales- 
men find that they have more time 
for selling and constructive work 
as a result of this arrangement. 

The main floor is 48 by 60 ft. 
in size, the floor at the rear being 
on a slightly higher level. Access 
to this rear mezzanine, so to 
speak, is by a wide, three-step 
flight of stairs in the center. These 
steps were originally located along 
the sides but this did not spread 
traffic as well as does the present 
arrangement. 

Practically the entire front part 
is devoted to a display of house- 
wares and gift merchandise. 
Tables in this area also show sea- 
sonal goods and displays are 
changed frequently. Platforms for 
bulky, merchandise are available 
on both sides of the steps leading 
to the rear selling mezzanine. 

Sidewall fixtures are of the most 
modern type, and are constructed 
of oak and finished in a light oak. 
Open cases are equipped with 
lights and wooden cut-out letters 
are used on top of the fixtures. The 
fixtures fit in well with the color 
scheme of the room. Walls are 
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Tools are shown in wall cabinets and on tables on the rear 
mezzanine. These displays are near the wrapping counter. 


finished an eggshell white or cream 
color while the ceiling is painted 
in aluminum. Modernistic, semi- 
direct, enclosed lighting fixtures 
installed close to the ceiling give 
an even degree of illumination 
throughout the store. 

“Header tables of the two bat- 
teries in the front part of the store 
are of the round end type,” says 
Mr. Rigby. “People seem to circu- 
late around much more freely 
with this type of table and our 
aisles, which are not too wide, ap- 
pear to be larger where this equip- 
ment is used. 


“We looked around quite a bit 
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Paints and painting accessories are also on the same mez- 
zanine along the right wall. Two tables, equipped with step 
up display units, feature frequently changed seasonal items. 
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before deciding how we would lay 
out the store. Most of the ideas in- 
corporated in our plan were se- 
cured from the model hardware 
store of the Masback Hardware 
Co., New York City, and from the 
series of stories on ‘Modernizing 
the Hardware Store’ which ap- 
peared in HarpwareE AGE a short 
time ago. Fixtures were supplied 
by W. C. Heller & Co., and we 


built some of them ourselves.” 


*“Outside’’ Promises 


Do Not Count 


HERE delivery of goods or 

other performance under a 
contract within a given time, is im- 
portant to the man who is paying 
the bill, the time limit should be in- 
corporated as one of the terms of 
the contract. 

In the Federal case a contractor 
sued for money alleged to be due 
under a contract. It was urged by 
the defendant that the contractor 
had not substantially completed the 
work within a specified time. No 
such time limit, however, was set 
forth in the contract. 

To this the Federal court said: 

“The defendant points out that the 
plaintiff contractor made an oral 
promise as to a commencement and 
progress of the work under the con- 
tract. It appears, however, that any 
promise in this respect was made 
prior to the execution of the written 
contract, and by failure to incorpo- 
rate it in the written contract, we are 
of the opinion that such promise is 
of no effect.” 
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HOW FAST 
IS FAST? | 


Armada. 





What’s the fastest bird in the 
air? Hunters would probably 
say a duck. And they’d be 
right as far as game birds are 
concerned—ducks travel 45 to 
60 miles an hour. However, a 
smaller bird, the swift, can hit 
100. Ducks use their speed for 
their long migratory flights—the 
swifts need their greater speed 
to catch flying insects. 

To give shooters a range of 
speed, Remington makes two 
types of .22 cartridges. “Klean- 
bore Hi-Speed” leaves a gun 
traveling 960 m.p.h. — that’s 
faster than a dive-bomber, fast- 
er than sound! They’re ideal 
for small game and pests. New 
and Improved Kleanbore leaves 
a gun at about 800 m.p.h.—giv- 
ing an intermediate speed for 
plinking and informal target 
shooting. Be sure to sell the 
type your customers need. 


Company, Inc., 


Unlimited.” 





Today, the changing elements, the 
times of the year still affect our lives 
most strongly. Dealers have found 
that any tie-ins with the activities 
that take place at various seasons of 
the year have a universal appeal, and ~~ 
produce a very gratifying response. ~~~ 


How can hardware dealers effec- 
tively use the seasons for salesmen? 
The “Cash-in-the-Calendar” plan of 
merchandising is outlined in ‘““Oppor- 
tunity, Unlimited,” the new Reming- 
ton-Peters-Du Pont sound motion 
picture written by hardware mer- 
chandising experts as a sequel to 
the popular “One Man Listens.” 
Write to Dept. 1, Remington Arms 
Bridgeport, Conn., 
for a free illustrated booklet giving 
the complete story of “Opportunity, 


THE SEASONS ARE SALESMEN! 


The seasons, and the weather that 
goes with various seasons, play a 
tremendous part in human history. 
Napoleon was beaten by a Russian 
winter. A sudden thunder shower 
turned the tide of the battle at 
Waterloo. England was saved by the 
storm that wrecked the Spanish 
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HAVE YOU SEEN “OPPORTUNITY, UNLIMITED’’? 














The above photograph shows the first step in its ‘‘Cash-in- 
the-Calendar” program—a staff planning meeting for em- 
ployee suggestions and cooperation. This is only one of 


siz helpful steps ... But why not make arrangements 
with your hardware association secretary to see “Oppor- 
tunity, Unlimited,” yourself—as soon as you can? 








POWERED RIGHT 
FOR QUAIL 


“Shur-Shot” shells give 
ample power for upland 
game, plus Remington qual- 
ity performance—all at a 
low price. They have fea- 
tures no other shells in their 
price class offer—Kleanbore 
priming for clean gun bar- 
rels, corrugated bodies for 
easy handling, Wet Proof 
construction for all-weather 
use, and double-screened pel- 
lets for improved patterns. 
They’re a perfect shot shell 
to stock and carry in a com- 
plete range of gauges and 
shot sizes. When customers 
want maximum _ wallop, 
recommend Nitro Express 
shells—they’re tops in hit- 
ting and stopping power. 








“This ‘Cash-in-the- 
Calendar’ idea is 
a natural”’ 


“__That. is, a natural sales 
builder for hardware deal- 
ers. Here’s how it works: 
“You plan your merchan- 
dising, promotions, displays 
and selling efforts to keep 
your store and your fea- 
tured merchandise as time- 
ly as today’s news. 


“In the booklet you receive 
when you see ‘Opportunity, 
Unlimited,’ there is a 
chart giving various ‘tie- 
up’ dates. Take it out and 
put it up on your wall or 
under the glass on your 
desk. It’s really something 
you can use as a ready 
reference for keeping your 
store up-to-date with the 
seasons.” 


“‘Kleanbore,”’ ‘‘Hi-Speed,’’ ‘‘Shur-Shot,”” ‘‘Nitro Express’ are Reg. U. S. Pat. Off. by Remington Arms Co., Inc., Bridgeport, Conn. 
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Hints on 


to apply paint to 


entire window surface. 


1—The safest method is 














Painting Show Windows 


If you intend painting them 
read this article first and 
reduce the breakage hazard 


M. ANY _ hardware 


dealers have perplexedly found 
that when they had painted their 
display windows those windows 
eventually broke. The sun does 
not heat the entire area of the 
glass uniformly, the painted part 
absorbs more heat than the un- 
painted portion, contraction and 
expansion become unequal and a 
costly break occurs. 

The method of painting, expo- 
sure of the glass and color or in- 
tensity of the paint all aid or 
deter glass breakage. 


Heat Absorbtion 
Opaque paint, particularly black 
paint, is the greatest offender, es- 
pecially when the window is di- 
rectly exposed to the sun, for black 
absorbs more heat than lighter 
paint. White or very light colored 
paints are less hazardous because 
they reflect sunlight and heat in- 
stead of absorbing them. Break- 
age can often be prevented by 
thinly coating the window with 
lampblack suspended in shellac. 
While the glass is obscured this 
coating permits a large part of the 
solar light and heat to penetrate. 
Painted windows exposed to the 
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south may be expected to break, 
because they are exposed to in- 
tense light and heat from the sun. 
Painted windows with a western 
exposure are less likely to break 
while those having an eastern ex- 
posure are still less likely to do 
so. Windows that face the north 
do not get direct sunlight and, 
therefore, are almost entirely un- 
affected by the paint applied on 
them. 


Five Methods 


Five methods of painting are 
illustrated herewith. The safest 
method to use is to apply paint to 
the entire surface, as illustrated 
in Fig. 1. Expansion and contrac- 
tion of the glass is then constant 
over the entire area. 

Painting a section of the glass, 
not in excess of 25 per cent of the 
total area, in the center of the 
window (Fig. 2) or at one corner 
(Fig. 3) is dangerous, but is not 
likely to cause breakage. Glass is 
more liable to break when there 
is a painted valence running across 
the entire top of the window, as 
in Fig. 4. Most likely of all meth- 
ods to result in breakage, how- 
ever, is that shown in Fig. 5 where 
a small section is painted in from 
only one side of the window. 




















2—This type of painting 
is dangerous but is not 
likely to cause breaks. 











3—Just as safe as No. 2. 
Don’t paint over 25 per 
cent of surface in either. 








4—Painting a valence at 
the top of a window may 
easily cause breakage. 











5—Most dangerous of all 
is painting a small sec- 
tion in from one side. 
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BRIGHT SPOTS IN THE PROFIT PICTURE 
pais L) iA 


“CRYSTALITE”’ 


with transparent plastic handles is 


» 
Table Cutlery of stainless steel / 


designed to match the modern trend 
in crystal glassware. Handles are 
non -inflammable and will not 


crack, chip or loosen. Packed 


in gift boxes. 


UNIVERSAL 
““TENALITE”’ 


Hollow Ground Cutlery for 
the kitchen with blades of high 
carbon stainless steel. Handles of 
black or white plastic are also non- 
inflammable and will not chip, crack 
or loosen. 


FOR CUTLERY—GO UNIVERSAL 


Make your cutlery line “Universal” 
—a complete selection of Table 
and Kitchen Cutlery in all 
price ranges and styles. 
See your jobber. 
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ADVANCES 


One line dog collars, harness. 
Cotton wrapping twines. Jacks. 
Farming tool handles. 


Seine twine. 
Curtain rod. 
Some fishing rods. 


Some hose reels. 


Syrup cans. Shutter hardware. Gate hardware. 


Some casters. Some woodenware. 


Shot shells. 





Some velocipedes. Chamois. Pine tar. Turpentine. 
Some stove and table pads. 
Dog collars, harness — One and the bladders for footballs and 


company advanced prices about 10 per 
cent as of Jan. 1. 
7 * . 

Seine twine--Qne company 
advanced the price of seine twine one 
cent per pound, as of Jan. 8. 

* - + 

Cotton wrapping twines—A 
one cent mark-up was announced Jan. 
5 on polished and unfinished cotton 
wrapping twines. 

* - * 

Jacks—Earlier this month some 
makers advanced prices on jacks about 
10 per cent. 

* * - 

Tackle blocks—Factories are 
generally insisting on priority ratings 
of A-10 or higher before releasing ship- 
ments. Deliveries to their regular trade 
are very slow. 

. 7 . 

Curtain rod—Solid curtain rod 
(brass plated steel) advanced $2.00 
per 1000 feet, making a total advance 
of $4.00 per 1000 feet since Jan. 1, 
1942. 

. . « 

Tool handles—Effective Dec. 
22, leading makers of ash farming tool 
handles advanced prices about 10 per 
cent — affecting both northern § and 
southern ash timber. 

* * « 


Sports—Summer and fall sports 
will be sharply affected by the rubber 
curtailment which affects golf balls, 
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basketballs in particular. 
7 7” * 

Fishing rods, etce.—Montague 
Rod & Reel Co. advanced bamboo fly 
rods and other bamboo rods 5 per cent, 
effective Jan. 1, and will accept orders 
only on the basis of prices prevailing 
at time of shipment. 





DECLINES 


Some fluorescent lamps. 





‘ 

Toys and games—tThe outlook 
for next season’s toys and games is un- 
certain at present. However some 
manufacturers are accepting orders for 
immediate delivery for whatever items 
they have on hand, or for which they 
have materials. 

- *. 7 

Fluorescent lamps—Prices of 
Westinghouse fluorescent lamps have 
been reduced approximately 15 per 
cent, according to an announcement of 
D. S. Youngholm, vice-president in 
charge of the lamp division Westing- 
house Electric & Mfg. Co., Bloomfield, 
m 3 

. * * 

Hose reels—One company has 
withdrawn its hose reel line from sale, 
reporting their production for the sea- 
son completely sold out. Boss Senior 
and Junior hose reels were advanced 
last month, about 15 per cent. 








Chain—Wholesalers and small 
users of chain report deliveries very 
slow from their suppliers—particularly 
on the flat link types, such as sash 
chain. 

a 7 * 

Tin and terne plate—Ameri- 
can Can Co. has announced that the 
prices for tin plate and terne plate, 
effective Jan. 1, will be the same as 
those prevailing in 1941. 


* aa * 


Syrup cans—Effective Jan. 1, 
American Can Co. announced new 
prices on syrup cans for the first quar- 
ter of 1942. These prices show an 
advance of 7% to 8 per cent over the 
prices effective during the whole of 
1941. 

- * * 

Electric clippers—One maker 
reports difficulty in securing bearings 
for the motors on their electric clip- 
pers. Due to the increased demand for 
wool, there has been unusual call for 
clippers, but for the present, a definite 
promise as*to delivery cannot be made. 

* ~ * 

Power tools—hoists, etc.— 
About 120 manufacturers in the porta- 
ble power-driven tool industry have 
been requested by Price Administrator 
Henderson not to raise their net sales 
prices above those prevailing on Oct. 
1, 1941, pending a further meeting 
with the industry for final adjustment. 
On Jan. 5, OPA requested the makers 
of hoists, cranes and derricks not to 
raise their net sales prices above the 
levels prevailing Oct. 1, 1941. 


* * * 


Builders’ and shelf hardware 
—Among recent changes are reported 
a 5 per cent mark-up on one line of 
shutter and gate hardware (hinges and 





PRICES 
REAFFIRMED 


Tin plate. Terne plate. 
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latches) —a 10 per cent increase on one 
line of casters, Jan. 2, following a 
similar increase last year—and a re- 
storing (by slight decline) of the 
October, 1941, price levels on one line 
of screen and storm door checks. Job- 
bers report padlocks increasingly hard 
to get—coming through slowly on or- 
ders several months old. 


aa * * 


Housewares—One maker has 
obtained allotments of stainless steel, 
to offer new 18 and 21 quart cookers 
and canners in stainless steel, alumi- 
num being no longer available for that 
purpose. One maker of pantryware, 
including canisters, bread boxes, etc., 
is making these items from black steel, 
enameling them inside and out to re- 
place the former tin coating. . Effective 
Jan. 15 one maker advanced prices on 
its line of wooden salad bowls, spoons, 
butter molds, potato mashers, rolling 
pins, etc., ranging from 16 2/3 per cent 
to 25 per cent. 


States comprising regions in these charts: 








Firearms—ammunition — As 
to the supplying of sporting firearms, 
leading manufacturers can make no 
forward commitments, but, subject to 
their ability to get materials, they are 
serving their regular customers on a 
limited day-to-day basis. Effective Jan. 
1, the prices of some leading brands of 
shot shells were advanced 5 per cent. 
This increase still leaves shot shells an 
attractive “buy” in the opinion of most 
distributors. Jobbers are __ soliciting 
business at the new prices for ship- 
ment at their option after June 1, but 
complete specifications must accom- 
pany all orders. 

Late buyers may find supplies quite 
scarce or perhaps that their deferred 
orders cannot be accepted at all. 


* * * 


Garden hose—lawn mowers 
-While there has been no government 
ban as yet on the construction of gar- 
den hose from reclaimed rubber, this 
may come at any time. Red and green 





d—(Conn., Maine, Mass., N. H., R. I., Vt.) 


New Engian 
Middle Atlantic—(N. J., N. Y., Pa.) 


East South Central—(Ala., Ky., Miss., Tenn.) 


West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8S. C., Va., W. Va) 


East South Central—(Ala, Ky, Miss., Tenn.) 


West South Central—(Ark., La., Okla., Texas.) 
Mountain—(Ariz., Colo., Idaho, Mont., Neb., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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hose will be completely out of the pic- 


ture as soon as present stocks are used 
up. Retailers report that consumers 
already are purchasing hose for the 
spring and summer use. Important lawn 
mower factories are running far be- 
hind the production schedules needed 
to supply their regular customers for 
the coming season. 





WITHDRAWN 
FROM SALE 


Some hose reels. 





Wheel goods 
prices just received from leading 
makers show an increase of 10 per cent 
on all except the low-end number, which 


Velocipede 


has increased approximately 20 per 
cent over last October’s prices. Wagon 
prices are about the same as those put 
out in October. Orders are accepted 
by factories for wagons and velocipedes 
for immediate delivery, without dating 
or prepayment. An effort will be made 
to ship ‘regular customers the same 
total amount as shipped during the 
first 1940 quarter, but this will be en- 
tirely contingent upon the ability of 
the manufacturers to obtain materials. 
A leading maker of boys’ wagons stipu- 
lates that for each purchase of a large- 
size steel wagon, an equal quantity 
must be specified of a similar size with 


a wooden box. 


Farm tool finishes—On Jan. 
7 American Fork & Hoe Co. advised 
their distributors in part as follows: 
“As of Jan. 1, by Government order, 
there will be no more bronze manu- 
factured except to finish up anything in 
process. We are also advised that it is 
only a question of a short time before 
many colors we are now using in 
lacquers will not be available. Since 
dipping rake heads requires a very 
large amount of bronze and lacquer, we 
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Stock-sales ratios are precentages obtained by dividing the cost value of stocks by sales 
of an identical group of firms. 


are making the following changes in 
finish immediately: 

“The heads of all brume rakes will 
be furnished in our standard green 
lacquer finish. 

“The competitive grade bow and level 
head rakes, as well as Garden Club 
bow and level head rakes, which are 
now being dipped in bronze or lac- 
quer, will be supplied in natural finish 
protected with an anti-rust drip. The 
bows of these bow rakes will be painted 


in the same color as the ferrule.” 


Paint lines — Paint formulas 
are constantly being changed, due to 
inability to obtain certain raw ma- 
terials, the chief one being titanium 
dioxide—now under Government re- 
striction. A shortage of paint cans is 
probable, and consideration is being 
given to the use of glass containers. 
Paint and varnish removers are expected 
to be scarce this spring, due to scarcity 
of several ingredients. The bristle situ- 
ation has not changed. Brush makers 
are having a difficult time, and nearly 
all prices have been withdrawn. Quo- 
tations are on application only—and 
subject to stock. Deliveries of window 
glass to suppliers are very slow. Prices 
are unchanged since recent general ad- 
vances. One leading manufacturer of 
chamois advanced prices 10 per cent, 
effective Jan. 1. 
and it is difficult to maintain stocks. A 


Supplies are scant 


10 per cent increase on pine tar is 
Effective 


Jan. 8 and again, Jan. 12, turpentine 


reported from one source. 


advanced two cents per gallon. Alcohol 
is still unobtainable, all available sup- 
plies being requisitioned by the Gov- 
ernment under the Victory program. 
Rutland Fire Clay Co., on Dee. 17, ad- 


vanced its prices 5 per cent. 
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The nail shortage—If produc- 
tion is available after high-priority 
“Victory” needs are satisfied, whole- 
salers and retailers may look for a 
bettered allotment of nails, bale ties 
and galvanized sheets (based on 1940 
shipments) than were available during 
the latest quarter of last year. How- 
ever, supplies from the mills are ap- 
parently as far short as ever of satisfy- 
ing the huge demand from all quarters. 
Some light upon the extent of the war 
need for nails is seen in the news that a 
record Army purchase this month of 
700,000,000 board feet of lumber, for 
barracks and other construction, was 
accompanied by two orders for nails, 
totaling 240,000 kegs—or 400 large car- 
loads. The War Department has an- 
nounced that in the last six months, it 
has developed substitutes for 800 
articles and materials previously used 
in military production. This was the 


result of a campaign to conserve criti- 
cal materials, principally metals, and 
those for which the United States 
usually depends upon imports. 


* * * 


Galvanized sheets — zine — 
The relatively limited production of 
galvanized sheet steel remains an an- 
noying handicap, but is due entirely 
to the lack of zine for coating, under 
the very much more urgent need of 
zinc for brass and munitions. Galvan- 
ized sheet output during the New Year 
week was at 49 per cent of capacity, 
compared with a 1941 high, in Febru- 
ary, of 81 per cent. Zinc production in 
the United States, however, has been 
forging ahead steadily, with December 
output reported at 78,635 tons, com- 
pared to 65,354 tons in December, 1940. 
There are prospects, therefore, that 
not only will Government needs be 
better met, but that there may be 
slightly better allotments of galvanized 
sheets and other essential zinc-coated 
goods for civilian use. 


* * * 


Stepping up copper Al- 
though copper production in this coun- 
try in 1941 was estimated at 1,060,000 
tons, a new record, and although im- 
ports increased this total to 1,650,000 
tons—all this was still below require- 
ments. Because a shortage of copper 
for essential civilian needs such as for 
the power industry is anticipated in 
1942, Government officials are pressing 
plans to increase domestic production. 
As one important step, all large copper 
mines in the United States have gone 
on a 7-day work week. 


* * * 


The rubber situation—Sup- 
plies on hand will take care of arma- 
(Continued on page 75) 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 
group of firms. 
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These are some of the Taylor 





No. 5908—Taylor Candy and Jelly Thermometer 
—Binoc Tubing makesit easier to read.Scale 
resistant to fruit acids. Long-lasting, easy to 
keep clean. 1134” overall. Each in box with 
instructions, recipes. Each, $2.25* 





No. 5126-6”—Taylor Indoor Wall Thermometer 
—Magnifying scale, easy to read. Black 
figures and graduations clearly marked. Back 
finished in walnut, ivory, or natural colors. 
Attractive contrasting scale. Each in box. 
$1.10* each. 


*Prices slightly higher west of Rockies and in Canada 





MEANS BETTER MADe ‘ 


QB AMERICA BY AMERICANS 





’ 
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When your customer's mind 1s “TAGGED” 


Women have been sold on the name 
‘Taylor’ since grandma was alittle tot. 
For nearly a hundred years, Taylor In- 
struments have been helping to protect 
the family health. That’s why, today, 
so many housewives think of Taylor as 
a family tradition... it’s a name they’ve 
learned to depend on for years! 
Taylor's policy of consistent national 
consumer advertising helps to keep 
Taylor foremost in people’s minds—it’s 
a name they recognize as an old friend. 









g ee Oh oe i & ‘ a tae 
No. 5928— Taylor Bake Oven Thermomete 
—Binoc Tubing, for easy readingin dim oven 
light. Enameled scale with figures, gradua- 
tions, baking termsin clear, contrasting black. 
Ventilated, shielded bulb. 6”high. In recipe file 
box with cards, recipes, instructions. $2.25* ea. 











No. 5316—Taylor Temprite Window Thermom- 
eter—Clear black figures against contrast- 
ing scale. Long-lasting, weather-resistant. 
One-piece bracket, easy to mount and adjust 
to correct reading angle. 8%” overall. Each 
in box. $1.10* each. 


Prices subject to change without notice 






- - - YOUR LINE OF SALES IS THE TAYLOR LINE! 


" INSTRUMENTS 


And it’s this name on Taylor Instru- 
ments that helps build sales for you. 

If the demands of national defense 
slow down the deliveries of Taylor In- 
struments... you can tell your custom- 
ers that Uncle Sam needs Taylor’s 
accuracy, too. They will understand be- 
cause we are explaining this in our con- 
sumer advertising. Meanwhile, Taylor 
will do all it can to supply you. Taylor 
Instrument Companies, Rochester, 
N. Y. Plant also in Toronto, Canada. 


Instruments available for immediate order: 






No. 5936—Taylor Roast Meat Thermometer 
—Helps roast meats right, reduces shrinkage, 
saves fucl. Various degrees for different meats 
indicated on ivory-color scale. Long-lasting. 
734” overail. Each in box. Complete with 
skewer. $1.50* cach. 








Ask Taylor for these“ Silent Salesmen” 
Printed in colorful red and blue on 
white stock, these attractive cards 
stand 8’ high, by 6’ wide. Write for your 
free ‘‘Salesmen”’ today. 
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HARNESS AND ACCESSORIES WINDOW 
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February-Show Merchandise 
Needed in Early Spring 


| = and har- 


ness accessories will be in consid- 
erable demand this spring in most 
of the farm sections of the coun. 
try. The farm work horse is com- 
ing back into the picture rapidly 
and will be used more and more 
on the farms during the next few 
years, 

Dealers who stock and sell har- 
ness should plan to feature this 
line in one of their windows at 
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this time. Work on the farm be- 
gins early in the spring and the 
Progressive farmer is thinking 
ahead on his equipment needs this 
year. An early display of this line 
and related items will have the 
best chance for building future 
business, 


Special Fixtures 
for Harness 


Harness is a hard item to show 
in a window unless you are for- 


tunate enough to have one of the 
model wood horses which were so 
popular many years ago, Lacking 
this, a home-made displayer must 
be developed. A Suggested display 
unit for harness is shown in the 
accompanying window display. 
Pieces of plywood are used on 
the sides and it is supported by 
short pieces of Pipe with flanges 
on the end. These can be screwed 
to the floor and to the base of the 
fixture to hold the unit in posi- 
tion. Half a set of harness js 
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LET’S STANDARDIZE ON RULES 


For National Defense and For Profit 


Now is the time to pare down and prune off—to eliminate the 
odd sizes and specials—wipe out your inventory of slow-moving 
items. By limiting your inventory to fast-moving profitable 


rules with no “deadheads”, you’ll gain in four ways: 










Make higher profits by selling fast-moving 
numbers only. 


Get quicker deliveries from jobbers—fewer 
back orders. 


Avoid more radical, government-enforced 
standardization. 


Cooperate with the National War Effort by 
eliminating non-essentials that consume 
strategic metals. 





THE MASTER SIMPLIFICATION PLAN 


This plan is based on twelve fast-moving 
MASTER Steel Tape and Wood Rules. We 
are recommending that small hardware stores 
carry but four of these, that medium-size 
stores carry six, and that large stores, special- 
izing in mechanics’ tools, carry all twelve. 

The plan is entirely voluntary of course. 
MASTER makes and will continue as long as 
possible to make rules that extend beyond 
this plan. But in your own interest, as well 
as the interests of the war effort, we urge 
your cooperation. 


Write for Bulletin MS-1 giving com- 
plete descriptions of these numbers. 
Watch future issues of this and other 
trade papers for information on indi- 
vidual portions of the 
MASTER SIMPLIFICATION PLAN. 





406 (or 806) ‘Streamline’ metal case 6’ steel tape, grad- 


vated both sides, all edges. 


306L “Tufboy”’ metal case with lock, 6’ steel tape, 


graduated one side, both edges. 


206 “Monitor”, round metal case, 6’ steel tape, 
graduated one side, both edges. 


X6 “Extension” 6’ folding wood rule with de- 


tachable metal extension slide. 


376 “Metal-End” 6’ white folding wood rule, 


double metal end. 





306W ‘Brite-Blade”’ metal case, 6’ white 
steel tape, black graduations one 
side, both edges. 


666 ‘Blackie’ round steel case, 6’ 
steel tape, graduated one side, 
both edges. 

‘ 106 “Interlox” telescopic wood rule 


with inside measurement feature. 


| 66 “Blue Tip” 6’ fold- 
| ing wood rule, 








double edge grad- 

| vations, brass 
plated joints. 2 2 : 
| 796 “Blue End” white 23 2 
folding wood rule, c g= 
government speci- | 24 é 
4 | fication joints. aes 
| | 116 “Brownie” Tenite $23 
case, 6’-plus steel 3 

z 

i | tape, graduated <} ra 
one side, both & 
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PLAN No. 1—The 12 items enclosed by this 
border to be stocked by large, tool stores. 
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MASTER RULE MANUFACTURING CO. 


Dept. A-1, 815 East 136th Street, N.Y. C. 





4 iad D STEEL TAPE RULES 
ATTY COURANT TT CERRITO ETRE CUR 





dou 

















More Space? 
Taste . 


Utiniry CABineTs 





UTILITY CABINET WINDOW 


Merchandise: Full length cabinets, wall cabinets, base cabinets, sink and base 
cabinet unit, kitchen stools, oil mops, dust mops, carpet sweepers, linoleum mats. 

Background: Center panel of medium blue corrugated board or painted wall- 
board. Side panels of ivory material. Cut out letters of bright yellow material. 


thrown over this fixture and is ar-, 
ranged just as it would be on a 
horse. Hames should be placed 
on a horse collar. See that traces, 
breeching, hip and back straps 
and pads are shown so that their 
construction can be plainly seen. 
This is very important if the win- 
dow shopper is to secure the best 
possible impression of the prod- 
uct. 


Harness Inside 
the Store 


Different types of harness can 
be shown along the wall. Place 
the hames over extra long hooks 
which are fastened to the wall 
about 7 ft. from the floor. Only 
one harness out of a set need be 
shown in the display. 

Extra straps, collars and other 
accessories or repair parts can also 
be arranged on the wall. Use price 
cards on items wherever it is prac- 
tical. 


Accessories on Table 


A complete table can be devoted 
to showing the smaller items re- 
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lated to harness. Snaps of all 
types, buckles, hame fittings of 
various kinds, harness chains and 
other articles can be sold in great- 
er quantities if they are shown 
on tables. 

A step-up display fixture should 
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be used on such tables. This fix- 
ture makes the merchandise stand 
out and improves its appearance. 
Be sure to use price tickets on each 
bin. Many customers will select 
the merchandise they need and 
bring it to the salesman to be 
wrapped. This saves time for both 
the customer and the employees 
of the store. 


Sell Extra 
Storage Space 


Every housewife can use extra 
storage space. This is particularly 
true in the kitchen as well as in 
the bathroom. There is no partic- 
ular season for purchases of this 
type, so why not feature this line 
now? 

Show your line of utility cabi- 
nets in a window and arrange an 
attractive display inside the store 
at the same time. Since these cabi- 
nets are often used in connection 
with fixtures around the kitchen 
sink, it might be effective to use a 
display of this merchandise simi- 
lar to the one which is shown on 
this page. 
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ok for the 


RED, WHITE and BLUE 
Surface Marker on the 
rope you buy. It is your 
guarantee of genuine 
Columbian Rope. 
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COLUMBIAN ROPE COMPANY, AUBURN, “The Cordage City,” N. Y. 


COLUMBIA 


American Shipyards are 
Hard at Work—Building 
For Today’s Emergency 
and For the Peaceful 
Tomorrows to Come! 


Night and day, American shipyards 
are humming with “all-out” activity. It's 
“full speed ahead” on the greatest ship- 
building program in the history of our 
country—a program counted not in 
thousands but in millions of tons! 


And every one of these new ships will 
be perfect to the last rivet and spar. 
They'll be sleek, fast and sturdy — beau- 
tifully designed and splendidly equipped 
— the finest of their types in the world. 
This is as it should and must be — for, 
in the battle of freedom, the balance of 
power may lie almost entirely on Ameri- 
can ships and American shipping. 


In equipping these ships, one fact is 
even now beginning to stand out. Again 
and again and again — designers, build- 
ers and owners are agreed on one thing; 
the cordage is to be Columbian. Expe- 
rience has taught ship-wise men that 
Columbian is rope at its best — a modern 
rope designed for the severest stresses of 
modern usage. 





TAPE-MARKED R (} ~ . 
PURE MANILA 
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and Manufacturers and 
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TIN IS CUT 50 PER CENT; 
BANNED FOR 29 ITEMS 


Sweeping and rigid restrictions 
on the use of tin, except in cans 
and containers, have been an- 
nounced by Priorities Director 
Nelson. Twenty-nine items for 
which tin cannot be used after 
March 31, 1942, are listed in 


billion of which were manufac- 
tured in this country in 1940, 
consume more than 60 per cent 
of our yearly supply. 


It is expected that the new 
order will eliminate of potential 
demand for 15,000 tons of tin 
in 1942. 








Conservation Order M-43-a. Con. | OPM Carries Drive On Salvage 


sumption of tin in the items | 
specified between January | and | 
March 31, 1942, is limited to 50 | 
per cent of the amount used in | 
the corresponding period of 1940. | 

No restrictions is placed upon | 
the use of tin for cans and con- 
tainers other than those already | 
in force. A conservation order | 
to be issued shortly will limit 
the production and use of cans | 
and containers. 

Exceptions to the order, to the | 
extent that substitutes are im- | 
practical, are items produced on | 
ratings of A-l-j or higher, items 
produced for certain govern- 
mental agencies, or to comply 
with underwriter or other safety 
regulations. 

The order covers tin, tin alloys | 
and scrap, with the exception of | 
tin in type metal for re-use in | 
publishing 


the printing and 
trades. 

Items on the prohibited list 
are: Advertising specialties; 
toys; art objects; automotive 
body solder; band and musical 
instruments; beverage dispens- 
ing units; Britannia metal; 
buckles; certain building sup- 
plies; buttons, chimes and bells; 
emblems and ensignia; eyelets; 
fasteners; household _ furnish- 
ings; jewelry; novelties and sou- 
venirs; ornaments and fittings; 
pewter; decorative plating; dec- 
orative powder; _ refrigerator 
trays; seals and labels; slot, 
game, and vending machines; 
tin-coated paper; tin oxide in 
enamelware, and white metal. 

Reason for the order is the 
stoppage of shipments from Brit- 
ish Malaya, source of more than 
80 per cent of the United States’ 
normal tin consumption of 100,- 
000 tons a year. No other source 
can supply more than a part of 
our needs. Tin-lined cans, 17 
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Materials 


A program to mobilize the na- 
tion’s 1,700,000 retail stores in a 
continuing drive to salvage mate- 
rials needed to produce weapons 
for America’s fighting men has 
been launched by the Bureau of 
Industrial Conservation of OPM. 

Merchants in all sections of 
the country are being asked to 
sign pledges that their stores are 


| saving waste paper, scrap metal, 


old rags, rubber and other mate- 
rial urgently needed for our 
country’s all-out war effort. 
Those signing the pledges earn 
the right to display window em- 
blems signifying that they are 
taking part in the “Salvage for 
Victory” program. 

Instructions on the most effec- 
tive procedure to follow include 
these suggestions: 

“Go through your store today 
and gather up all waste mate- 
rials and discarded equipment 
you are no longer using. 


“Appoint one of your em- 
ployees to supervise the regular 
collection and disposal of waste 
materials in your store. 


“Sell all these to a waste mate- 
rial collector or give to a charity, 
school, or other organization col- 
lecting them.” 

Pledges are now being mailed. 
Upon their return to the Bureau, 
stores will be sent window em- 
blems containing the message: 
“This store is helping make 
weapons from waste by salvaging 
waste paper, old rags, scrap 
metals, old rubber.” 

As the first step in getting re- 
claimable waste to America’s war 
factories, store owners are urged 
to clean out their storage rooms 
and basements. Thereafter, they 





To Nation’s Retailers 


are requested to see that the day- 
by-day accumulation of waste 
continues to flow from their 
stores in a steady stream. 

In the salvage of waste paper 
—badly needed to make new 
paperboard to wrap war materi- 
als—it is suggested that cartons, 
boxes and paper bags be flat- 
tened and tied in large bundies; 
newspapers should be piled sepa- 
rately. 

Rags, metals—iron, steel, brass, 
copper, aluminum, lead, etc.— 
and rubber—old automobile tires 
and inner tubes, rubber over- 
shoes, etc.—should be segregated 
in boxes or bags. 

Stores which do not receive 
pledge cards within the next few 
weeks are requested to send a 
card to the Bureau of Industrial 
Conservation, Office of Produc- 
tion Management, Washington, 
D. C., and one will be mailed 
immediately. 


GALENA SALES MEETING 


The annual sales meeting of 
the Galena Oil Corp., Cincinnati, 
Ohio, at the Netherland Plaza 
Hotel, Dec. 29-30, was _pre- 
sided over by President Howard 
M. Hart. Surprise features for 
the salesmen were the “speaking 
Super Galena Fortified Motor 
Oil can,” the “March of Time” 
of new distributors with an illu- 
minated map “wired for sound,” 
and a broadcast featuring dia- 
logue between a coal truck with 
“sinus trouble” and a school bus 
lubricated with “Super Galena.” 
The salesmen approved the 
“Keep "Em Flying—Keep ’Em 
Rolling” window display to be 
featured this spring. 





HARRY ZIMMERMAN 


IMPERIAL BIT & SNAP 
APPOINTS SALES MGR. 
AND GENERAL MANAGER 


Harry Zimmerman has _ been 
appointed sales manager and J. 
B. Auchter, general manager of 
the Imperial Bit and Snap Co., 
Racine, Wis. Mr. Zimmerman 
has been in the saddlery business 





J. B. AUCHTER 


throughout his business career 
and is well-known to the trade. 
Mr. Auchter has had wide ex- 
perience in the metal industries. 





DURABLE MAT CO. IN 
NEW LOCATION 
“The Durable Mat Co. has 
moved to new quarters at 75 N. 
Pleasant Ave., Norwalk, Ohio. 
The company was formerly lo- 
cated at Akron, Ohio. 
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Farmers Aided By Revision _ 
Of Steel Warehouse Order iit nee ccs, 


As a further help to farmers, | 
Steel | tends to 100 per cent. 
Warehouse Order, M-21-b, to pro- | 
vide a reasonable adequate sup- | 
ply of bale ties, nails, and wire wire, staples, fence posts 


OPM shas 


revised the 


rope. A new classification of spe- 
cial value to agriculture was cre- 


ated in the Warehouse Order. It | strip are protected by the A-9 
includes bale ties, nails, welding | rating up to 70 per cent, with a 
rod (uncoated), and wire rope, | maximum 110 per cent allowed. 
with an A-9 rating provided to | 


secure delivery of 100 per cent 
of the amount supplied in the 
corresponding quarter of 1940. 


The warehouse may secure up to | Order, but should obtain their 
140 per cent if supplies are avail- | 


DEVOE & RAYNOLDS 
PROMOTES CLINT ROCK 


Clinton T. Rock, well-known 
lecturer and authority on color 
and painting problems has been 
promoted to the position of na- 
tional painter representative, De- 
voe & Raynolds Co., Inc., New 
York City. 

Mr. Rock has been associated 
with the Western division of the 
Devoe organization prior to this 
promotion. He has had experi- 
ence in all phases of the paint- 
ing game and is an honorary life 
member of the Painting Con- 
tractors of America. Prior to his 
becoming associated with Devoe, 


Mr. Rock had been with the Na- 





CLINTON T. ROCK 
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| recommened an accounting pro- 





AMERICAN STEEL & WIRE 
PROMOTES THREE 


vice-president, finance, of Amer- 


| Ohio, subsidiary of U. S. Steel 
able, but the priority only ex- | Corp. At the same time, C. S. 


Wire woven fence wire, poultry | of accounting and Ogden Ashley 
netting, stucco netting, barbed | was made assistant to vice-presi- 
and | dent, finance. 
gates, tin and terne plate (short | 
galvanized 


ternes), sheet and 


BERGER MFG. TRANSFERS 
FLENNIKEN TO CHICAGO 


Farmers themselves do not S. P. Flenniken, Jr., formerly 
need priority ratings to secure | district manager of the Indi- 
items covered either in the Ware- | anapolis office of the Berger 


house Order or Farm Machinery 
public Steel Corp., Canton, Ohio, 


supplies from their usual sources. | has been made branch office 
manager in Chicago for the com- 
———$———————————— | pany. He succeeds William A. 
Harris, Jr. Allen C. Rudy of the 
tional Lead Company. His new | Chicago sales staff of Berger will 
responsibilities will cover the en- | succeed Mr. Flenniken as the dis- 
tire United States for Devoe &| trict manager of the company’s 
Raynolds and its subsidiaries. Indianapolis office. 





OPM Names Committees To Stady 
Problems Of Small Business 


Leon Roon, Elizabeth, N. J.; 
Ernest Trigg, Washington, D. C.; 
Charles Reid, Cleveland; Dr. N. 


Three sub-committees to con- 
sider small business problems 
have been appointed by M. Rea 
Paul, acting chairman of OPM’s| E. Van Stone, Cleveland; Bent 
Industrial Finishes Sub-Commit- | jamin Patterson, New York; and 
tee of the Protective and Tech- | Frank Sulzberger, Chicago. 
nical Coatings Industry Advisory —— 

Committee. The committees will FEDERAL TOOL CO. 
report within the next week or so ACQUIRES CHICAGO 
on measures which might be of PRECISION PROD. LINE 
assistance to small business men. duane - ae 

This committee will study and Federal "Tool. i Chi y 
recommend a questionnaire to be th ff ive J it h per 
used by the group in the future: an Corres oe eae ee Ce 

D. M. Gray, Pittsburgh; H. E. over complete distribution of ali 
Lackey, Wilmington, Del.; Henry items manufactured by the Chi- 
A. Gardner, Washington, 2c. i Precision Products Com 

This group will study and pany, Chicago. This line is now 

included as a part of the Federal 
line of housewares, and is listed 
as follows: No. 830 Federal 
“Mixstir,” No. 810 Federal Cock- 
tail Shaker, No. 820 Federal 
‘ i “Polar Ice” chopper, No. 840 
gg yg will ee re ~ 

s , mixer, No. 850 Federal “Tip ’ 

make a study of structural,| Whip,” and No. 860 Federal 
marine and cellulose finishes, and | “Whippet” mixer. Prices and 
will study plans for distributing | complete details will be sent on 
defense business: request. 


cedure that might be adopted for 
cost determination: 

W. R. Seitlein, Cleveland; 
Fred Praegner, Newark, N. J.; 





F. J. Carr has been elected | 


Morris was appointed supervisor 





| 


DEAN ROLLANS 


Manufacturing Division of Re- | 


| WICKWIRE SPENCER STEEL 
ADVANCES ROLLANS 


Dean Rollans, general sales 
manager for the Wickwire 
Spencer Steel Co., New York 
City, has been elected vice-presi- 
flent in charge of sales. Mr. Rol- 
lans, following his graduation 
from the University of Arkansas, 
entered the steel business in 
1921, joining Wickwire Spencer 
in 1928 as a district manager. 


JONES & LAUGHLIN 
MAKES SALES SHIFTS 


Ernest W. Harwell has been 
appointed district sales manager 
in Chicago for the Jones & 
Laughlin Steel Corp., Pittsburgh, 
Pa. He succeeds S. A. Fuller, 
who has been appointed district 
sales manager in New York. 
John B. BDeWolfe, district man- 
ager in New York prior to Mr. 
Fuller’s appointment there, be- 
comes district sales manager in 
Washington, D. C. 


MENGEL CO. ENTERS 
KITCHEN CABINET FIELD 


Alvin A. Voit, president of the 
Mengel Co., Louisville, Ky., 
manufacturers of wood products 
and containers, has announced 
the company’s expansion into the 
kitchen cabinet field by the pur- 
chase of business of the Kemper 
Furniture Co., Inc., Union City, 
Ind. Paul W. Kemper, former 
president of Kemper Furniture, 
will continue as manager and 
will retain his present staff. 
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COSGROVE NAMED TO 
RADIO PRICE ADVISORY 


PANEL 
R. C. Cosgrove, vice-president 
and general manager, manufac- 
turing branch, The Crosley 


Corp., Cincinnati, Ohio, has ac- 





R. C. COSGROVE 


cepted an invitation from Leon 
Henderson, administrator of the 
Office of Price Administration, 
Washington, D. C. on 
the radio industry price advisory 
committee, together with 


, lo serve 
panel 
several other heads of the coun- 
try’s leading radio manufactur- 
ing companies. 

Mr. Henderson summoned the 
of the to 


members committee 


Washington to draft a long-range | 


program to supersede the tempo- 


rary voluntary price stabilization 
program drawn up by members 
of the industry in accordance 
with his request on November 4. 

Mr. Cosgrove already is serv- 
ing as a member of the priorities 
of the Radio Manu- 
Association, as a mem- 
ber of the price advisory panel 
of the mechanical refrigeration 
industry named by the OPA, 
as a member of the mechanical 
household refrigeration sub-com- 
mittee of the Electrical Defense 
Industry Advisory committee, co- 
operating with OPA and 
the OPACS, and as a member 
of the passenger car sub-com- 
mittee of the automotive defense 
industry advisory committee, 


named by OPM. 


committee 
facturers’ 


the 


SEEKS HARDWARE 
EXPORT LINES 


H. P. Winter & Co., Inc., ex- 


port and import firm at 120 Wall | 


St., New York City, is seeking 
act as export representative 
for additional manufacturers of 
general hardware, tools, garden- 
ing tools, paints, plumbing sup- 
plies, house funishings, fishing 
tackle, electrical supplies and 
equipment, electrical appliances, 
and farm implements. H. P. 
Winter & Co., Inc., is the parent 
company of Winter & Lauerman, 
Inc., exclusive buying agents in 
the United States for the N. V. 
Internationale Credieten Handels 
Vereeniging “Rotterdam,” Ba- 


tavia, Java, N. E. U., one of the | 
largest importers in the Nether- | 
lands East Indies. 


PREMIER APPOINTS 
DIVISION MANAGER 
Ralph B. Wilson, 


executive 


| vice-president and sales manager 


BOMMER SERVICE MEN 


HONORED 
‘ : 
Johann Frohlich, general man- 
ager of the Bommer Spring | 


Hinge Co., Brooklyn, N. Y., on 
Jan. 9 presented the following 
employees of the company with 
gold watches and gold fountain | 
pens for their many years of con- 
tinuous service: Fred Fichter, 
stock room foreman, 50 years’ 
service; William Kiefer, 45 | 
years; Peter Becker, assistant | 
foreman, plating department, 36 
years; Henry Veit, office man- 
ager, 40 years; John Sensbach, 
production manager, 35 years; 
George Hug, 27 years; Herman 
Tunke, 27 years; John Gozch, 26 
years; Joseph Handel, foreman, 
automatic screw machine depart- | 
ment, 25 years; John Moser, 27 
and Mike Laucella, 26 


years, 
years. 


T. W. PAPE HEADS SALES 
FOR ENGLEWOOD DOWEL 


T. W. Pape has been ap- 
pointed sales manager for the | 
Englewood Dowel Co., 14344 | 


Merchandise Mart, Chicago, III. | 
Mr. Pape has had experience in | 
consumer and market research 
and in the wood turning fie!d 
has designed a number of suc- 
cessful toys and wood items. 


| W. 


| division auditor for Premier. 


of the Premier Division, Electric 


| Vacuum Cleaner Co., Inc., Cleve- 


land, Ohio, recently announced 


| the appointment of W. C. Swartz 


as Pittsburgh division manager. 


| Mr. Swartz, who is well known 


Pennsylvania appliance 
trade, succeeded Geo. J. York, 
who resigned to form his own 
company in partnership with A. 
Huemme, former Pittsburgh 


to the 


Quite some time ago, Premier 


discontinued retailing Premier 
cleaners. Consequently, Mr. 
| Swartz is in charge only of 


| Premier’s wholesale and service 


operations in the Pittsburgh Divi- 
sion. Their Pittsburgh office is 
located at 5624 Penn Ave. 


JOE SLOSS, JR., JOINS 
QUARTERMASTER CORPS 


Joseph Sloss, Jr., formerly 
vice-president and housewares 
buyer for Sloss & Brittain, Inc., 
wholesale hardware firm of San 
Francisco, Calif., has been ap- 
pointed an associate industrial 
specialist with the Procurement 
Control Branch of the Quarter- 
master Corps. Mr. Sloss’ address 
Office of the Quartermaster 
General, Production Branch, 
Planning and Control Division, 
| Railroad Retirement Bldg., 
| Wa-hington, D. C. 


1s 








FAIRBANKS-MORSE HAS SUCCESSFUL DEALER LINES SALES MEETING. Despite war conditions with their re- 





sultant manufacturing restrictions, priorities, etc., enthusiasm ran rife at the recent two-day dealer lines sales meeting of 
Fairbanks, Morse & Co., held in the Congress Hotel, Chicago, Illinois, which was attended by approximately 75 repre- 
sentatives of the company from all parts of the United States. 

The first day of the session was devoted to the unveiling of the company’s improved and new models of water systems, 
washers, ejector pumps, hammer mills, etc., and the company's “ready-to-plug-in" water systems in various sizes and types. 
Russ W. Lewis, manager of the Fairbanks-Morse Dealer Sales Division, presided. 

The afternoon session of the first day was largely devoted to hammer mills. At this session, it was reported that the 
St. Paul branch won the silver cup offered for proficiency in selling this product during 1941. Accordingly J. L. O'Brien, 
manager of the dealer department of the St. Paul branch, accepted, on behalf of his Twin Cities sales organization, the trophy 
proffered by Charles Fryer, factory representative of the hammer mill division. 

Talks were made by A. C. Dodge, vice-president of Fairbanks-Morse, in charge of sales; A. L. Decker, vice-president 
of Henri, Hurst & McDonald, advertising counsel; Ray Harnetiaux, Robert O’Brien and Robert Koester of the company’s 
dealer division; Henry J. Barbour, sales promotion manager; Harry N. Baum, manager of advertising; F. J. Kluempers, dealer 
manager, Cleveland; A. C. Traub, dealer manager, Cincinnati; Jack Spellman, dealer manager, New Orleans; E.. C. Rauschkoll, 
dealer manager, St. Louis, and R. L. Matthews, St. Louis. 
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Prioriti ide Revisions 
riorities Guide R 

The following revisions are to be made to the HARpwARE AGE 
Priorities Guide published in the Dec. 11 issue on pages 27 
to 32 inclusive and offered as a reprint at 10 cents per copy in 
stamps or coin. Reprints are still available. Address your re- 
quest for single copies or quantities to Harpware Ace, Editorial 
Department, 100 E. 42nd St., New York City 


Under “P” Orders add: 

P-40—(Amendment) Provides A-l-g rating for repairs and 
ratings for industrial trucks (12-30). 

P-56-a—Material for mining machinery and equipment. Revokes 
P-23 (12-31). Related forms: PD-25-a, PD-81, PD-81-a. 

P-68—Amendment No. 1—(1-8-42) Extends priority aid to 
Canadian iron and steel plants operating the U. S. Related forms: 
PD-228, PD-8i. 

P-71—Assigns rating of A-10 for privately financed dwellings 
for which foundations were in place Oct. 9, 1941. (12-23). Re- 
lated from PD-135. 


Under “L” Orders add: 

L-5-a—Exempts mechanical refrigerators made for specified use 
from production quotas (1-6-42). 

L-7-a—Further restricts domestic non-mechanical refrigerator 
output; sets first quarter quotas; units made for specified war 
uses exempted from quotas. (1-6-42) 

L-18-a—Further curtails output of vacuum cleaners; establishes 
first quarter, 1942, quotas. (1-6-42) 

L-26—Establishes quotas for production of farm machinery, 
equipment and parts. 


Under “M” Orders add: 

M-15-b—Restricts use of rubber and materials in which rubber 
is a compound, including prohibition of tire sales. (Dec. 11 
and 22) 

M-21-b—Amendment No. 2 (12-24), provides new method of 
establishing quarterly warehouse quotas to adjust for seasonal 
demands. 

M-21-d—Prohibits use of chromium steel with more than 4 
per cent Cr. except on defense work rated A-10 or better. 

M-38-c—Lead placed under fill priority control. (1-10-42) 

M-43-a—Restricts use of tin in specified items (12-31). Related 
form PD-229. 

M-5l-a—Authorizes a national inventory of pig ond hog 
bristles (1-7-42). Report on form PD-217. 

M-67—Suppliers of plumbing, heating, and electrical supplies 
given priority assistance (1-3-42). Related form PD-25-a. | 


Under “OPA Price Schedules” add: 
No. 45—Asphalt and tarred roofing products (11-29). 
No. 56—Reclaimed rubber (12-16). 
No. 63—Rubber tires and tubes (12-30). 
No. 64—Cooking and heating stoves (1-5-42). 
No. 66—Retreaded and recapped tires. 


MABIE-LOWREY HARD- | 50 Church St., New York, for | 
WARE CHANGES ITS NAME | use by hardware dealers for | 
showing to customers and pros- | 
pects in their localities. The | 
picture is due to the fact that 
it contains some of the most | 
“lifelike” flowers and flower gar- 
dens ever shown on any screen; 
has a sequence showing the 
| building of a garden from plant- 
ae | ing to maturity; tells how beauti- 


FULL coLoR FILM [fc 
ON GARDENING 


terest to everybody who has a| 

A full-color motion picture en-| garden or has garden supplies to | 
titled “How Does Your Garden| sell, such as seed, humus, tools, 
Grow?” narrated by Lowell mowers, hose, etc. The company 
Thomas is offered by The Amer-| provides film, equipment and a 
ican Agricultural Chemical Co.,| competent operator without cost. | 


As of Jan. 1, the corporate 
name of the Mabie-Lowrey 
Hardware Co., Roswell, N. M., | 
was changed to Wilmot Hard- 
ware Co. No change was made | 
in the corporate structure or 
management of the company. 
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Here's an Expansive Bit 


That's a Real Tool! 


AKE a look at that construction! Cutter 

racks back and forth in a solid steel 
head. No plates or clamps to let go under 
hard going. 


It has an accurate screw adjustment. One 
complete turn of ,the screw enlarges the 
hole 4”; a half turn, 1/16”, ete. Comes 
with two sizes of cutter, affording a diam- 
eter range from 7%” to 214”. 


Here’s an Expansive Bit ,that will sell 
itself to furniture repairers, pattern and 
cabinet makers, experienced carpenters, ad- 
vanced amateur wood workers, and _ all 
other craftsmen who know a good tool 
when they see it. 


Your jobber can supply you. 





AUGER BITS 





THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 














PHILADELPHIA BUILDERS HARDWARE MEN present at the second meeting of the newly organized Builders’ Hard- 
ware Club of Philadelphia, held Dec. 5. Standing, left to right, are: R. R. Rhodes, J. J. Shannon & Co.; Walter Scott, Sargent 
& Co.; H. S. Hendrickson manufacturers’ representative; Robert Burke, Supplee-Biddle Hdwe. Co.; Glenn Myers, Russell & 
Erwin Mfg. Co.; M. H. Parsons, P. & F. Corbin; John Soeffiing and Elwood Wilson, A. Soefiing & Co.; Arthur Bommer, 
Bommer Spring Hinge Co.; George Slockett, Sager Lock Works; F. J. Dugan, Reading Hardware Corp.; William Oelschlager, 
Murta, Appleton & Co.; Roland Peters, Jas. Peters & Son; Harry Bartels, P. & F. Corbin, and Fred Hottenstein, Richards- 


Wilcox Mfg. Co. 


Seated left to right, are: George Miller, Reading Hardware Corp.; Al Booth, Magen Hdwe. Co ; James McDonald, Schlage 
Lock Co.; D. P. Gravatt, Murta, Appleton & Co.; Ed. Cooper, manufacturers’ representative; Kirk Kredell, manufacturers’ 
representative; James Leonard, Schlage Lock Co.; W. J. Morris, Reading Hardware Corp.; F. D. Brown, A. Soeffing & Co.; 
G. M. Coholan, The Stanley Works; Frank Sherwood, executive secretary, National Contract Hardware Association; J. W. 


Ruttle, Supplee-Biddle Hdwe. Co.; Ed. Graham, Jas. Peters & Son; H. L. Appleton, Murta, Appleton & Co.; 


W. E. Nessler, 


Shields & Bro.; John Kraft, Kraft Hdwe. Co.; Samuel Steele, Shields & Bro.; F. W. Kernan, Corbin Cabinet Lock Co.; William 
Thompson, Murta, Appleton & Co. 








DEMING CO. VIEWS 1942 
PROSPECTS 


Activities of the past year 
were reviewed and plans for the 
future discussed as The Deming 
Company, Salem, Ohio, opened 
its new year with its annual 
sales meeting, January 6, 7 and 
8. All members of the sales 
force were present as G. R. 
Deming, president, spoke of the 
fine showing made by the men 
in 1941, terming it one of the 
best in the company’s history. 

He’ pointed out that because 
of war conditions, it has been 
necessary to divert a consider- 
able output of the plant to de- 
fense work, however, he stated 
that he hoped the company 


| would be able to furnish the re- 


|of Agriculture was 


| tion. 


quirements of its regular trade in 
1942. 

During the sessions it was | 
brought out that the Department 
doing _ its | 
utmost to increase farm produc- 
In order to do this, farm | 
water systems will play a bigger | 
part in the farm picture than 
ever before. 

During the three-day session, 
plant executives supplied the | 
salesmen with a complete line of 
plans and data for the coming 
year. These included talks by 
E. S. Dawson, superintendent; 
F. J. Emeny and A. V. Mueller, 
industrial pump _ construction; 
D. A. Ward and W. F. Deming, 





| which would have been the 56th 


| annual dinner was canceled by 


deep well turbine pumps; G. E. | 
Trisler, sales policies, and L. H. | 
Taylor, advertising. 


PHILA. HARDWAREMEN 
BANQUET CANCELED 


The Hardware Merchants’ & 
Manufacturers’ Association of 
Philadelphia, has canceled its 
annual banquet, according to an 
announcement by George A. 
Fernley, as secretary-treasurer of 
the organization. The banquet, 


unanimous vote of the officers, | 


| directors and banquet committee 


“owing to the national emer- 
gency created by the war.” | 


CENTRAL STATES CLUB 
REELECTS OFFICERS 


At the fourth annual meeting 
and dinner of the Central States 


| Hardware Club, held Jan. 7 in 


the Illinois Room of the LaSalle 


| Hotel, Chicago, the following offi- 


cers were reelected: President, 
H. A. Squibbs, American Steel & 


| Wire Co.; vice-president, John 
| D. McCue, Russell & Erwin Mfg. 


Co., and secretary-treasurer, Ben 
Leve, The Carborundum Co. 
Three directors were elected to 
serve three years. They are: 
James A. Billings, Payson Mfg. 
Co.; Frank J. Koch, McKinney 
Mfg. Co., and C. Neal Turner, 
Atlas Tack Co. 








215 FOLEY EMPLOYEES AND THEIR FAMILIES enjoyed the annual Christmas dinner party of the Foley Mfg. Co., 
Minneapolis, Minn., manufacturer of kitchen utensils. The party was held Dec. 22 at the St. Anthony Commercial Club of 
Minneapolis. 
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OBITUARIES ([UceCey Biba 
ERNEST S. CRAIG He was a trustee of Ripon Col- | 
Emest S. Craig, vicepresident eke and recently donated « | TZMBBM Every Hardware Need 
and assistant general manager of | larger recreation park to the city. ‘ 
Nicholson File Co., Providence, | 7 — - en e IN 
R. L, passed away December 26, | W'40W and two daughters, Mrs, i F : 
4 , | J. B. Murray, Ripon, and Mrs Both come equipped with 
| F. J. Griffith, Marquette, Wis. the finest exclusive feature 
| 
paar found in shovels... 
JESSE J. WALWORTH 
Jesse J. Walworth, a member The 4 WILSON 
jof the fi W g 
|B ldwi sea rrocty yi pe. ) ~~ 
ce a ae CLOSED BACK Meets any compe- 
sentatives with offices at 1497 | itive gelema gives 
| Merchandise Mart Chicago, IIl., | seuty sates i ee coe 
| passed away Dec. 23. His widow, hich co ra o pletely satisfies 
| and two sons, David and James eailaeast Fee : \ 
| Walworth survive. 
HARRISON M. KELSEY 
= | Harrison M. Kelsey, 82, former 
| treasurer of the Bostwick-Braun 
| Co., wholesale firm of Toledo, 
iS | Ohio, passed away Jan. 4 after | 
eting ERNEST 8S. CRAIG /a long illness. Mr. Kelsey re- 
wring tired from business several years 
7 in ago after more than 60 years of 
Salle Mr. Craig came to Nicholson| “erviee with the company. | He | 
, offi- File Co. in 1894. He became as- | ,,-, ap eee | 
P Z ; 1878 as an office boy. Subse- | 
dent, sistant to the president in 1911, 
quently he worked as a salesman 
el & and was elected secretary of the | | i caidities guilt Cok fai ge 
in 1915. In 1917 Mr. and cashier an hac peen treas- 
John Pe in e : 1 hats d urer of the Bostwick-Braun Co. 
Mfg. ‘Falg was elected a Cirector and! 2+ the time of his retirement. 
Ben assistant general manager of | 
Co Nicholson. In 1939 he was elected | att 
j ro vice-president. | * JOSEPH R. BOHNEN 
~~ ——  ° ». = Joseph R. Bohnen, executive | 
Mfg. | secretary-treasurer of the Ameri- | 
aney B. F. COOK |}can Washer & Ironer Manufac- 
es Benjamin F. Cook, 63, asso-| turers Association, passed away 
: ciated with the Belknap Hdwe. | suddenly of a heart attack at his 
& Mfg. Co., Louisville, Ky., since | home in Chicago, Jan. 4. He was 
— 1900 passed away Jan. 10, of a/ 63 and had been with the Asso- | 
heart ailment. During his service | ciation since 1930. Previous to | 
of more than 40 years with the| that Mr. Bohnen was with Sears 
Belknap company, Mr. Cook | Roebuck & Co. for 25 years as 
filled most every type of posi-| head of the washer and sewing 
tion with the company. He leaves} machine departments. Mr. sky fi 
his widow. | Bohnen leaves his widow and Sees §=©HELPING DEFEND 
— | two sons, AMERICA 
JOSEPH B. BARLOW co — ai” 
| needed shovels to a! 
Joseph B. Barlow, 82, co- | Government Departments 
founder and first president of | ond Defense Industries. 
Barlow & Seelig Mfg. Co., Ripon, 
Wis., passed away Jan. 7 after | 
several months’ illness. Mr. Bar- Dealers 
low and his partner, J. G. Seelig, A nearby jobber can supply you with 
a ws og Ren ao these easier-to-sell shovels. Send for 
Ex E » back | 
room of their hardware store in | catalog and name of nearby jobber 
Ripon in 1908. This early ma- | 
chine was the forerunner of the | - 
present “Speed Queen” line of THE WOOD SHOVEL 
washers and ironers. AND TOOL COMPANY 
Mr. Barlow had not been ac- / 
tively associated with the com- | PIQUA, OHIO 
pany for several years, but was | 
0.5 a frequent visitor at the plant | 
of and was always keenly interested | | 
in developments in the industry. JOSEPH R. BOHNEN 
7E — 
JANUARY 22, 1942 

















hee HARDWARE’S past reputation for manufac- 
turing sturdy, comfortable-riding roller skates is a 
known quantity to you and your customers. Over a three- 
quarter century span these popular-priced skates have 
brought a full measure of skating enjoyment to millions. 
Becausé: of a solid backlog of seller-user satisfaction and 
because Of our determination to maintain long-established 
high quality standards, the future reputation of Union 
Hardware Roller Skates becomes a known quantity, too. 
‘You can stock this line with complete confidence that sales 
will be made steadily and profitably to an increasing num- 
ber of customers who know that “Union Hardware” is a 
name to be relied upon. 


Union Hardware Roller Skates, for both rink and side- 
walk use, are available in a full range of sizes and patterns 
to meet the needs of every skater—youngster or grown-up, 
amateur or professional. Catalog No. 18, describing the 
line, yours for ghe asking. 
meV EE Bw 
HARDWARE COMPANY 


aw & 8 teat iw 
me} -0-11 ‘ich aol <p CONN. 


NEW YORK OFFICE 'SI CHAMBERS STREET 
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POT & KETTLE NEWS 


| 
| A good crowd turned out for 
the first meeting of the year to 
greet the newly installed presi- 
dent of the Los Angeles Pot and | 
Kettle Club, A. F. Tengwald, | 
representative of Wagner Ware 
Co. A_ beautiful floral tribute 
| graced the center of the officers’ 
table which typified the well 
wishes of the club toward the | 
new officers, particularly the 
president. 
| The following committees were 
|appointed by the president: 
| membership, A. H. Howson, T. 
|H. Moroney, E. A. Straube, O. 
M. Thompson; program, Mar- 
shall E. Neidecker, B. J. Bad- 
man, Jr.. W. R. Read; sports, 
A. G. Baker, J. H. Pohlson, W. 
F. Smith; welfare, George 
Speer, A. D. McBurney; public- 
ity, Geo. A. Wilcox, V. T. Rupp; 
attendance, W. C. Hitt, E. L. 
Eckenrode; custodians, Frank C. 
Hartford, E. H. Baker. Greeters, 
J. D. Perkins, Jr., H. C. Sar- 
gent, and parliamentarians, W. 
S. McCune, A. G. Fischer. -His- 
torian, L. L. Neblett. 

The treasurer’s report showed 
the club to be in a very healthy 





this report $25.00 was donated to 
the Red Cross. At future meet- 
ings, certain designated member- 
| will be awarded Defense Stamp: 
|as an attendance inducement. 





EAVES TROUGH, PIPE 
SIMPLIFIED PRACTICE 


A revision of the recommenda- 
|tion on eaves trough, conductor 
| pipe, and ridge rolls has been 
approved by the industry, and 
| will be effective from February 
|1, 1942. The revised recom 
|mendation will be identified as 
Simplified Practice Recommenda 
| tion R29-42. 

The current revision eliminates 
double bead eaves trough in the 
4-, 5-, 6-, and 7-inch sizes, to- 
gether with all accessories, such 
as miters, end pieces, hangers, 
etc., in all grades of material 
and all gages. The Standing 
Committee e:timates that this re- 
vision will have the effect of 
eliminating more than 275 items. 

Until printed copies are avail- 
able, free mimeographed copies 
of this simplified practice recom- 
mendation may be obtained from 
the Division of Simplified Prac- 
tice, National Bureau of Stand- 








condition. On the strength of |! ards, Washington, D. C. 














Care of Rented Building 


VEN though his lease does not require it, a business man 

operating in a rented building is obligated by law to 
take good care of the building, according to a recent decision 
of a Texas court. 

“The law imposes upon the tenant or lessee,” says the court, 
“the duty to take good care of the premises, wear and tear 
excepted, and this obligation is implied where not expressly 
waived, whether written into the lease contract or not.” 

Where a tenant attaches equipment and other improve- 
ments to the rented building in a permanent way, the im- 
provements become part of the real estate and he cannot 
femove them. In the Texas case, however, the lease provided 
that the tenant could remove such “annexations.” In making 
the removals the tenant damaged the property and was sued 
by the owners. 

Because quarrels over removal of improvements made by 
the tenant are apt to arise when he vacates the place, wisest 
plan is to make sure that the question is fully covered in the 
lease before it is signed. 





Dangerous Objects 


BUSINESS man who has a dangerous machine or oth2r 

object on his business premises is legally responsible for 
protecting other people from the danger. The Supreme Court 
of Oklahoma put it this way. “If the premises are inherently 
dangerous, or if there is a dangerous instrumentality thereon 
such as a highly dangerous explosive, exposed electric wires 
and the like, it is usually willful or wanton negligence not 
to exercise ordinary care to prevent injury to a person who 
is actually known to be or reasonably is expected to be within 





the range of such danger.” 


HARDWARE ACE 
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Mrs. Phil Rous, 
whose husband con- 
ducts a hardware 
store in Farmer 
City, IIll., collects 
salt cellars and pep- 
per shakers as a 
hobby and now has 
more than 100 sets. 
Included in her col- 
lection are china, 
glass, pewter and 
silver shakers in the 
form of fish, wind- 
mills, women, boys, 
girls, bee hives and 
fruits. Mrs. Rous is 
hoping to get shak- 
ers from all of the 
48 states of the 
Union. 








Here’s H. Ray Myers, manager, Morehouse & Wells, De- 
catur, Ill., retail hardware store, holding a chekur par- 
tridge, while talking to two friends. He is an enthusiastic 
hunter and fisherman. He served several terms as presi- 
dent of the Macon County Sportsmen’s Clubs, which has 
many brooders for quail and pheasant raising as well as 
raccoon pens at local Faries Park. Thousands of birds 
have been released by the club. Since 1938 the Illinois 
State Department of Conservation has conducted experi- 
mental planting programs to determine the possibility of 
establishing the chekur partridge which is imported from 
India. Mr. Myers was president of the Illinois Federation 
of Sportsmen’s Clubs in 1940. This organization has 416 
chapters in the state and a membership of 125,000. He 
has worked to make Decatur playgrounds model recrea- 
tion centers. He also has been president of the Iccal 
Lions Club. 
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Speed the Job 


.. With these 
Easy-Working Tapes 


1) First to be Wrapped and Sealed in Cellophane 








2] Perfect Adhesiveness and Tensile Strength 







&) Strong Distinctive Green Core 






© Colorful Attractive Boxes 






5] Made by a Company in the Insulation Business 
Since 1878 
HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE COMPANY 
Wilkes-Barre, Pa.— Offices in Principal Cities 


W 


Sold Exclusively Through Distributing Wholesalers 
















































Indestro tools have to 
be good to command and 
hold the International 
recognition given them. 
Their design heads the 
parade. Their quality 
‘holds the lead. Their value 
is always first. You build 
fo? yourself good will and 
added profits when you 
feature quality Indestro 
Maintenance Tools. 


INDESTRO Mfg.Corp. 


N.KILDARE AT SCHUBERT 


CHICAGO . . - ILLINOIS 





LOUIS MOLLER, presi- 
dent of The Anderson & Ire- 
land Company, Baltimore, 
Md., celebrated his 69th birth- 
day on October 12th and com- 
pleted a half century in the 
hardware business on January 
20th. Mr. Moller was born in 

’ 1872 and entered The Ander- 
son & Ireland Company in 
1892. His first duties were 
those of entry or billing clerk. 
In 1900 he took over the posi- 
tion of bookkeeper, serving 
until the death of Mr. Ireland 
in 1903, when the business 
was incorporated and he was 
made secretary of the com- 
pany. In 1905, the year after 
the great Baltimore fire, he purchased the interests of the 
Ireland family and became sole owner of all the stock. He 
has been president of the company ever since that time. 
It might be mentioned in passing that the business was 
established in 1805, is the second oldest commercial estab- 
lishment in Baltimore-and the seventh oldest in the United 
States. On January 27th the Hardware Club of Ballti- 
more and its associated members of Washington, D. C., 
and Alexandria, Va., will honor Mr. Moller with a dinner 
at the Emerson Hotel, Baltimore. Mr. Moller has never 
held public office. He has two hobbies—his two grand 
children. 


LOUIS MOLLER 


HARDWARE AGE 























FRED W. HESS, manager 
of the mill supply department 
of the Vonnegut Hardware 
Company, Indianapolis, Ind. 
is 75 years of age and is still 
actively engaged in the hard- 
ware business in which he has 
spent the past 60 years. Mr. 
Hess was born on June 12. 
1866, and started his business 
career with the Vonnegut 
Hardware Company in 1881 
at the age of 15, by driving 
the firm’s first spring delivery 
wagon. He has never been 
identified with any other firm. 
On June 12, 1941, Mr. Hess 
was tendered a dinner by 92 
employees of the company and 
friends and officials of the firm in honor of his 75th 
birthday and his six decades with the organization. At 
that time he was presented with a wrist watch and gold 
strap and a completely fitted traveling bag. Both of these 
gifts should be used to excellent advantage by Mr. Hess 
whose hobby is auto touring. 





FRED W. HESS 


WILLIAM H. PADDOCK, 
co-partner of W. H. Paddock 
& Son, Wolcott, N. Y., is 76 
years of age and has been in 
the hardware business for a 
full half century. Mr. Pad- 
dock was born on December 
19, 1865, and was introduced 
to hardware in 1891 when he 
became a partner in the firm 
of W. H. Paddock & Son. The 
firm name was changed to W. 
H. Paddock in 1904 and in 
1916 was changed again to its 
present style. Mr. Paddock 
joined the New York State 
Retail Hardware Association 

WILLIAM H. PADDOCK at its first annual meeting. held 

at the Astor House, New York 

City, and was president of that organization in 1934. He 

also served as vice-president and director of the First 

National Bank, Wolcott, N. Y., from 1926 to 1935. He 
is also a past president of the Wolcott Rotary Club. 





WILLIAM T. GRIFFIN, sales- 
man for the Corbin Screw Corpora- 
tion and The Corbin Cabinet Lock 
Co. in the organization’s New York 
City branch, is 66 years of age and 
has been identified with the hard- 
ware business for over half a cen- 
tury. Mr. Griffin was born on Feb. 
5, 1875, and on May 1, 1891, at the 
age of 16, entered the employ of the 
organization with which he has been 
identified for the past 50 years. He 
has never been connected with any other firm. Mr. Griffin 
has never sought public office of any kind. His hobby is 
one that has been exceedingly popular during the past 
few years. It’s photography. 





WM. T. GRIFFIN 
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GOOD WORKMEN 


LEIN Pliers are the first choice of linemen 
and electricians evetywhere. The inbuilt 
quality, the precision manufacture, the careful 
testing assure each pair of Kleins of passing 
the hardest test for any tool—actual usage under 
tough, every day conditions. 

In every community there are men who know 
and appreciate good tools—Kleins are made for 
them. Kleins in your stock will mean sales for 
you to these good workmen. 





Your copy of the DISTRIBUTED THROUGH JOBBERS 

Klein Pocket Tool ‘ ae 

Guide ill he sent Foreign Distributor: 

on request. International Standard Electric Corp., New York 


& Sons 
Established 1857| 
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By L. W. MOFFETT 


* 
Washington Representative 
of Hardware Age 


THE SENATE VERSION of the 
price bill is substantially the same as 
the original House bill. It must be 
enacted soon to be any good at all, in 
view of the billions shooting into a 
“suped” financial structure. The Presi- 
dent’s budget of $56,000,000,000 will 
bloat commodity prices so high that 
they may never come down without 
repudiation of government indebted- 
ness, if prices are allowed te go un- 
checked. 

xk 


THE TREASURY KNOWS 
THIS, and inflation on a scale never 
dreamed of in wildest imaginings is 
in the offing if price controls and taxes 
are not made strong and _ heavy 
enough. The 2,000,000 mark postage 
stamp of post-war Germany is an ex- 
ample of what may happen here, 
except possibly worse. 

x * * 


TAXES ARE THE BEST BET 
and are going to skyrocket to heights 
never before, imagined. Price controls 
to be effective must reach down to the 
retail level, and the job of policing 
would be well-nigh impossible because 
of the number of businesses which 
would require an astronomical number 
of agents to do it. OPA admits this 
and is going to rely most heavily on 
public opinion to do the job. 


x** 
OPA LEGAL ADVISERS, say 


that an administrative hearing is un- 
likely before prices are fixed, leaving 
some sort of hearing after protest is 
filed. A hearing at this time won’t 
afford much redress if someone muffs 
the ball in establishing a retail ceiling 
however unintentionally, and in good 
faith, This might be likened to a 
SEC stop order after which hearing 
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may be had to remedy a possible mis- 
take by that agency in ordering a 
stock off of an exchange. The damage 
will be irretrievable. 


7 eR 


THE REVOCATION OF LI- 
CENSES is the biggest stick given to 
OPA in the new bill, but it can’t do it 
without a court order. OPA must first 
give warning notice to violators, after 
which it may apply to the courts for 
revocation. This is a new provision, 
since the original House bill permitted 
the administrator to do it. There 
probably will be a hot fight in confer- 
ence over the licensing provision unless 
it is eliminated in the Senate. OPA 
thinks the bill without the licensing 
provision is like Hamlet without Ham- 
let. 

2-2 ‘oe 


DEPENDING UPON PUBLIC 
OPINION to enforce the much needed 
price controls, still New Deal legisla- 
tive draftsmen could not resist the in- 
sertion of uselessly offensive provisions. 


x*wek 
CHARACTERISTIC is the _pro- 


vision which gives the administrator 
the power to modify or rescind any 
regulations or order appealed to the 
Emergency Court of Appeals, a special 
court of review created by the bill and 
given nearly exclusive jurisdiction over 
price schedules. This power to change 
the rules after the game has started 
has never been sanctioned by the 
courts, and private lawyers say that it 
is most certainly unconstitutional, as 
violative of the due process clause. 


x*k 
EXALTATION OF ADMINIS- 
TRATIVE CONTROLS while crop- 


ping the power of the courts is 





contained in the jurisdiction granted 
to the Emergency Court of Appeals. 
It alone has power to say whether a 
price schedule is “reasonable and 
equitable.” 


x «we 


THE ORDINARY FEDERAL 
DISTRICT and even state courts now, 
according to the Senate, may declare 
the act unconstitutional but they may 
not restrain or set aside the orders of 
OPA. 

x kk 


EXAMPLE OF UNCOORDI- 
NATED DUPLICATION of func- 
tions is the Priorities Division of OPM 
and the Civijian Allocation Division of 
OPA, because the definition of what 
article of manufacture is civilian and 
what essentially defense is often 


shadowy. 
xk kk 


WITH PUBLIC DEBT TO RISE 
to $110,000,000,000 the administration 
is proposing an additional $9,000,000,- 
000 in taxes to bring estimated re- 
ceipts for the ensuing year up to $27,- 
000,000,000. Even after this there will 
be a deficit of $31,000,000,000 at least. 


x kek 


IN ESSENCE, the budget message 
of the President may be considered 
‘ummed up in his statement that taxes 
are preferable to inflation. Specifically 
he recommended laws to eliminate loop 
holes in all kinds of taxes, the lowering 
of exemptions in estate and gift taxes, 
reexamination of charitable, religious, 
and education corporation exemptions. 


x * 
CALLING ATTENTION TO 
THE FACT that United States bonds 


are no longer being issued tax exempt, 
the President again reiterated his de- 
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the ABC of BUILDERS’ HARDWARE 
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Don’t be a yes man—be an expert in Builders’ 
Hardware and step into the higher income brackets. 





There are many opportunities for the man who 
knows his Builders’ Hardware thoroughly because 
good Builders’ Hardware men are scarce. 


1 
, 
| 


Increase your knowledge of Builders’ Hardware 
‘ with the only text book ever published on this sub- 
, ject — “TAKING THE MYSTERY OUT OF 
’ BUILDERS’ HARDWARE”. 


You'll get the benefits of Adon H. Brownell’s 
lifetime experience in suc- 
cessfully selling, buying 
and manufacturing this 
line. He'll show you the 
best stock to carry, how to 
work with property own- 
ers, architects and contrac- 
tors and how to use this 
line to get extra sales in 
other lines. 





HERE ARE SOME 
OF THE FEATURES 
@ 220 Pages—size 
8x Il 
@ Cloth bound to with- 
stand hard usage 
@ 60 Chapters—Elemen- 
tary, Intermediate and 
Advanced Courses 


This book will bring @ Working Blue Print 


you all you need to know 
about this profitable basic 
hardware line — informa- 
tion that will make 
EXPERTS out of 


@ 9 Comparative Charts 


@ !3 Large Detailed 
Drawings 


@ 600 Illustrations and 





Diagrams 


NOVICES. 

















maATL THIS coupon TODAY 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me...... copies of “TAKING THE MYSTERY OUT 
OF BUILDERS’ HARDWARE” by Adon H. Brownell. I will pay 
the Postman $3 each, plus a few cents postage. (Canada and Foreign 
Countries $3.50.) 


MADE IN U.S.A. BY 


THE WM. SCHOLLHORN CO. 


NEW HAVEN, CONN, 


ADDRESS 


GN. n000 8ehebie Keessnseceuse ererer: Serre ryt. 
(C0 Check here if you enclose payment, in which case we pay postage 





Feeseee see eee ee eee ee 


a 
* 
' 
' 
’ 
A 
i 
a 
‘ 
| 
¥ 
] 
' 
a 
' 
£ 
+ 
] 
a 


JANUARY 22, 1942 59 











sire to see laws enacted to permit the 
taxation of state, municipal and au- 
thority bonds. Passage this time 
seems likely, and if Congress does this 
the way will be opened for state taxa- 
tion of federal bonds. 


x* * * 
EFFECTIVE FEB. 1, an estimated 


elimination of 275 items, with a sub- 
stantial saving of metal, will result 
from a revision of existing simplified 
practice recommendations covering 
eaves troughs, conductor pipe and ridge 
rolls, according to the Department of 
Worked out under the 
auspices of the Bureau of Standards, 
the revision will be known as Simplified 
Recommendation R29-42. 

The current revision will eliminate 
double bead eaves trough in the 4, 5, 6, 
and 7-in. sizes, together with all acces- 
sories such as miters, end pieces and 
hangers in all grades of material and 
all gages. 

Until printed copies are 


Commerce. 


available, 
free mimeographed copies may be ob- 
tained from the Division of Simplified 


Practice, National Bureau of Stand- 
ards, Washington, D. C. 


x*k* 


BECAUSE OF THE IMPOR- 
TANCE of an adequate supply of 
hand flash lights for the use of house- 
holders during air-raid blackouts, their 
production has been placed in Classi- 
fication 1 of Preference Rating Order 
M-25. This means that deliveries of 
synthetic formaldehyde resins for their 
manufacture are covered by a B-4 rat- 
ing the highest civilian rating auth- 
orized by the order. 

Amendment No. 5 to General Pref- 
erence Order M-25, recently issued by 
the Priorities Division, also extends the 
order indefinitely. 


xk 


OPM IS NOW TRYING TO 
DRAFT PLANS for coordination of 
existing procedures. “Purp,” or the 
Production Requirements Plan, is to be 
applied to limitation orders in the near 
future, with a possible standardization 
of limitation provisions to aid in sta- 


tistical reporting, prevent inequities, 
and systematize the information by 
quarterly reports of inventories. Pre- 
viously, limitations have been based on 
information gathered piecemeal. 


* 4 * 


CANADA’S NEW CREDIT CON- 
TROL of installment purchases, charge 
accounts, lay-away plans, financing 
charges, and advertising are so strict 
that our own regulation administered 
by the Federal Reserve Board is mild 
in comparison. The trade-in value of 
an article can no longer be considered 
as part of the down payment. 


x * 

LAY-AWAY BUYING is limited 
in that goods may be held for 90 days 
only, but a minimum payment must be 
made before the article laid away is 
delivered. Advertising down payments 
without giving equal prominence to cash 
prices and advertising allowances for 
trade-ins, or advertising lay-away privi- 
leges for less than the required one- 
third of the total price is prohibited. 





Compact Tool Department Shows Wide Variety 


ERE’S the tool department of 

the West Side Hardware Co.. 
Evansville, Ind.. which makes it easy 
for customers to buy. 

A saw rack in the center of the 
open case presents an adequate as- 
sortment of saws for most customers 
of the store. On each side of this 
are panels containing samples of 


small tools, stock of which is carried 
in the lower shelves. Other items in 
the case are shown on hooks so that 
customers are able to take down 
items for a much more careful ex- 
amination. 

The ledge of the unit 
toward the front. Here the most 
popular selling tools are displayed 


slopes 


in individual bins. Each bin con- 
tains a price ticket and glass dividers 
are used to form the bins. Stocks of 
items displayed are carried on the 
-helves below the ledge. 

The background of the case and 
the ledge are painted a light color 
to improve the attention-getting value 
of the entire display. 





This department is along the sidewall at the left of the entrance and faces a main cross aisle. 
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PORCELAIN, and semi-porcelain, 
clocks, cutlery, washing machines, wax- 
ers and polishers, photographic equip- 
ment, glassware of all kinds, for house- 
hold use, are exempted from the terms 
of the Canadian Credit Control order. 

xk 

PAPERWORK is under OPM scru- 
tiny, and various methods are being 
considered to reduce the bulk of it to 
make the functioning of priorities less 
cumbersome. «Automatic extensions 
through model certifications, and en- 
dorsements, are {Wo methods already in 
use, ® 

x k * 

THE OFFICE OF CIVILIAN 
DEFENSE has issued instructions to 
the public at large that it should not 
buy equipment providing protection 
against air-raids until directed to do 


so by the air raid wardens in the 
areas where they reside. 
zx &2& @ 

FOR 'THE SECOND TIME R. Kk. 
Guthrie, chief of OPM’s Textiles, Cloth- 
ing and Equipage Branch has appealed 
to merchants, wholesale and retail, not 
to encourage the purchase of blackout 
cloth. 

“All of the yardage of our looms will 
be needed for our war program,” Mr. 
Guthrie said. “No new materials should 
be bought for blackout purposes.” 

In a similar previous appeal, Mr. 
Guthrie suggested that waste or other 
materials found in the average home, 
such as blankets, drapes, etc., be used 
to shut out light in the event of an air 
raid alarm. Since then, however, Mr. 
Guthrie has noticed advertisements for 
the sale of blackout cloth. 


Shop at Home 


Do you feel that too much of 
your trade is going out of town? 
Why not a “Shop at Home” essay 
contest? If this is handled through 
the schools, the children will ask 
their parents for help and for rea- 
sons for shopping at home. Merely 
reviewing these reasons across the 
table in answer to the children, will 
bring home to the parents, just 
how lax they have been in going 
out of town to shop. Virginia, 
Minn., put on a very successful 
“Shop in Virginia Campaign” 
with an essay contest for a starter. 


Ay sis made up toa LAL//Y 
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LePage’s created the market. Consistent advertising 


sumers’ prices: 





your margin. 
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Gill Cans $ .35 each 
Half Pints .60 each 
Pints 1.00 each 


still influences people to ask for LePage's Glue. 

You know how steady the profits are—for 61 years 
LePage’s has been a money maker—now, you can 
make even more with these new, recommended con- 


— 
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Quarts $1.80 each 
Gallons 5.00 each 
5-Gallon Cans 4.80 gal. 


i 


Revise your prices on present stocks and build up 


The demand is greater today—shortage of other 
. afhesi ey makes LePage’s\so much-easier to sell." 
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QUALITY IN 


[UF LIL 


TAPE-RULES 














it. You can be sure we will 
never jeopardize the respect 
for Lufkin products that has 
grown among your custom- 
ers only after years and 
years of acquaintance with 


_ dependable Lufkin quality. 
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»INAW, MICHIGAN New York City 


TAPES . RULES PRECISION TOOLS 
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The rumpus room as depicted in the picture “New Lives for Old.” 


Congoleum-Nairn Technicolor Film 


Shows Use and Beauty of Linoleum 


ig its Technicolor sound film, 
“N 


ew Lives For Old” Congo- 


leum-Nairn, Inc., Kearny, N. J. de- 
picts the effect of color and beauty 
on the lives of people who bring 
this color and beauty into their 
own homes through use of Nairn 
linoleum. Emphasis is on Nairn 
color correlation and the film 
features the attractiveness and 
functional use of the company’s 


linoleum. Rooms of color are fea- 


tured rather than square yards of 








linoleum. The film visualizes lin- 
oleum in use on floors with borders 
and insets and on sink and counter 
tops, as well as on doors, walls and 
ceilings. Correctly installed _lin- 
oleum, in the right room settings, is 
shown, surrounded by the correct 
furnishings and accessories. 


21 Rooms Featured 


With “New Lives For Old” Con- 
goleum-Nairn is carrying the story, 


And here is the boys’ room which is also shown in the film. 
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C;, INTERIOR AND CABINET HARDWARE 








for Game Rooms 
and Dens 


® Authentic Design 

®Unifies Exterior with Interior 

*Easily Applied—Saves Time 

® Maintains Finish Permanently 
Sales are easier to make when you show 
your prospect a “follow through” of 
exterior and interior hardware. McKinney 


offers a wide variety of styles in every 
price range. 
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BALL CONTACT Lice 
WITH FLOOR = 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE, N. Y. 


’ 
BALL BEARING 


Detroit Office: 2640 Book Tower @ Chicago Office: 902 S 
Cleveland Office: 402 Swetiand Building 
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McKINNEY MANUFACTURING COMPANY « PITTSBURGH, PA. 


OVER 75 YEARS DESIGNING AND MANUFACTURING GOOD HARDWARE 





HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


« 


CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The exclu- 
sive ball bearing feature 
makes “Acme” the out- 
standing caster of the trade. 
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IMPROVES stove performance, ignit- 
ing quickly. 

BETTER combustion economizes on 
fuel. 

WIRE-CORED yarn preserves burning 
edge. 

EXTINGUISHES quickly, eliminating 
odor. 

CARBON deposit readily wiped off. 
ECONOMICAL because longer-last- 
ing. 

FAST seller because of its novelty. 


Order from your jobber. 


, INC. 


N.S 


MOUSTRIAL SALES C $ 


RAYBESTOS-MANHATTAN 


MANHEIM FA wor ' 





NO COMPROMISE 






DEPENDABLE 
QUALITY 


Dictators, emergencies, sneak 
attacks, and the achievement 
of final victory, all mean “pull- 
ing in our belt’ on the produc- 
tion of certain items. 


But there will be no compro- 
mise in the dependability of the 
Shelby Line. We are jealously 
proud of this quality which has 
built satisfied customers for you 
since 1898. And you can assure 
your customers the high quality 
of the Shelby Line of Builders 
Hardware will be maintained. 
That's why you should continue 
to— 


SPECIFY “SHELBY” WHEN YOU 
WANT DEPENDABLE QUALITY 
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begun with its style shows, to even 
wider audiences. The 21 rooms 
featured in the picture are shown 
to enable those merchandising the 
product to tell the consumer most 
effectively the benefits of its use. 
The film will be shown the com- 
pany’s distributors and their sales- 
men and to retail dealers and their 
sales personnel. Opportunity will 
be given Nairn distributors to show 
this picture to their dealers and 
sales people in group meetings. It 
will also be shown to groups of ar- 
chitects, builders, decorators, real 
estate operators, bank officials, in- 


surance companies and_ building 
management people. At a later date, 
arrangements will be made for non- 
theatrical showings to consumers. 
A professional cast long identi- 
fied with Broadway and Hollywood 
productions appears in the film. 
Room scenes were created by Vir- 
ginia Hammill, associate editor, 
Woman's Home Companion, in co- 
operation with the Nairn decora- 
tion department. Shown on page 
62 are two scenes from the pic- 
ture, one showing linoleum’s use in 
a boy’s room, the other featuring its 
use in a basement “rumpus room.” 
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1 WANT A TRAP THAT WILL CATCH A 200 LB. RAT 


WHO STEALS CHOCOLATE CAKE” 
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SAMSON SPOT 


Known to dealers, archi- 
tects, builders, and home 
owners, for nearly half a 
century, as the most dura- 
ble material for hanging 
windows. Made for longest 
possible wear in running 
over pulleys or in any use 
requiring smooth, strong, 
solid braided cotton cord. 
Guaranteed free from im- 
perfections. Samson Spot 
Cord is marked with a suc- 
cession of colored spots 
(any color), which with the 
words “Spot Cord” are both 
trademarks (Reg. U.S. Pat. Off.) 


PHOENIX 


Next best value to Samson 
Spot Cord, and known to 
the trade for nearly as long. 
An excellent cord for use 
where the best is not needed. 
Uniform, strong and dura- 
ble. Good for clothes line 
and general use as well as 
for hanging windows, 


AETNA 


The best cord at a low price. 
All yarn throughout, with no 
loading to increase weight 
and decrease durability. 
Smooth, firm and tough. 


To obtain perfectly and per- 
manently balanced windows 
use good sash cord and suit- 
able weights and pulleys. 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 
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New and Improved Merchandise—Display Helps—Sales Literature— 


“Shovel-Of-T he-Month” 
Display Stand 


For floor or counter use—requires 
only 12 by 15 in. space. Holds shovel 
in upright position, yet making it 





easily removable for customer-inspec- 
tion. Manufacturer suggests that shovel 
to be displayed be varied monthly to 
suit demands of trade. Display given 
free with assortment of five dozen 
shovels, spades, and scoops. Catalog 
available. Ingersoll Steel & Disc 
Division, Borg-Warner Corp., New 
Castle, Ind. 


Pre-Seasoned Cast Iron 
Utility Cooking Set 

This five-piece set consists of one 
each 8 in. and 10%-in. skillets, 10%4- 
in. chicken fryer, 10%4-in. cake griddle, 
and 4%-qt. Dutch Oven with cover and 
meat rack. The “Clean-Easy” self- 
basting hinge cover is interchangeable 
for Dutch Oven, chicken fryer, and 
10%-in. skillet. Skillets and griddle 
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have highly polished inside, top edge, 
and handles; Dutch Oven, polished in- 
side and top edge. Sets are made in 
the smooth iron outside finish and also 
in hammered iron outside finish, to 
retail at $8.75 per set; dealer’s cost per 
set, $5.83. Sets are “pre-seasoned” at 
factory for immediate use in the home. 





No scouring, greasing, or breaking-in 
required. The Griswold Mfg. Co., 
Erie, Pa. 


Coal Burning 
Hot Water Heater 


This automatic co4l-burning hot 
water heater, Model 110, announced by 
the Locke Stove Co., 114 W. 11th St., 
Kansas City, Mo., retails for $9.95. It 
is 35 in. high, 19% in. wide, and 17% 





in. deep. Coal capacity is from 40 to 
50 lb.; hot water capacity from one 
to four families. 





G-E Counter Display 


Easy to set up and quickly filled as 
a jumble display of G-E Mazda Lamps. 
Abundance of area is provided for car- 


GE MAZDA LAMPS 


rying a number of selling messages. 
General Electric Co., Nela Park, Cleve- 
land, Ohio. 


“Flawn” Lawn Sod 


“Flawn” is a fine-textured turf said 
to be as fine as Kentucky Blue Grass. 
Spreads by underground runner thus 
eliminating top-dressing and continuous 
feeding. Fine leaf growth permits use 
of lawns for social activities requiring a 
closer knit, wear-resistant sod. While 
“Flawn” is a sub-tropical grass pro- 
duced in Florida, it is suitable for lawns 
as far north as New Jersey and Con- 
necticut although it turns brown during 
winter months in latitudes north of At- 
lanta. Descriptive literature available, 
F. H. Woodruff & Sons, Inc., Milford, 
Conn., or P. O. Box 793, Coral Gables, 
Fla. 
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Chain Display Stand 


This Bridgeport Super chain display 
stand is available at no extra cost with 


either of two new chain as ortments, 


No. 110 or No. 120. Stand is finished 





in green baked enamel with contrasting 
black bins and orange lettering. Over- 
all measurements are: height, 48 in.; 
width, 38 in.; depth, 24 in. Net weight, 
51 lb. Holds six reels of chain and 
makes poscible the display of “Proof 
Coil” chain. The Bridgeport Chain & 
Mfg. Co., Bridgeport, Conn. 





Philco Refrigerators 


A new series of five refrigerator 
models has just been announced by the 
refrigerator division of Philco Corpo- 
ration, Philadelphia, Pa. Characterized 
by new styling both on the exterior 
and interior, the new line includes the 
leading features of recent models, and 
several important innovations in design 
and interior arrangement have been 
added. New modern styling includes 
fluted door:, cut-out metal letters on 
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Window Trims—New Packages—New Colors—Catalogs 


the name plate and the introduction of 
color in the interior. In Model RAH-7, 
the top number in the line, the big 
feature is again advanced design, with 
Conservador, the patented shelf-lined 
inner door; horizontal evaporator with 
frozen food storage; dry and moist cold 
and the exclusive Philco cold shelf. As 
in the previous advanced design models, 
wide bands of chrome trim on the in- 
terior and Conservador are distinguish- 





ing characteristics of styling. In all 
the models with the exception of 
RAH-7, the freezing unit is mounted 
at the left to permit more efficient use 
of space on the upper shelves. Evapo- 
rator doors are trimmed with blue 
plastic or with blue vignetted decora- 
tion baked into the porcelain. Every 
new Philco model, except the lowest 
priced box, has a capacity of more than 
seven cubic feet. 





K 
CAL TH 


peco® 


PECORA Calking Compound is no “problem 
child”. Its performance is as certain as the ex- 
acting formula we follow in its manufacture. And, 
Pecora is cheapest in the end because it has what 
it takes to make it so. Properly applied, it will not 
dry out, crack or chip. Available in bulk—or in 
non-refillable metal cartridges for use with the 
Pecora High Pressure Calking Gun illustrated. 
Remember, more important buildings have been 
calked with Pecora than with any other material. 


PECORA PAINT COMPANY, Inc. 


Established 1862 by Smith Bowen 


WRITE 
FOR 
BOOKLETS 





COMPOUND 





Lawrence & Venango Sts. 


Member of Producers’ Council, Inc. 


CALKING 


$7.00 


3 Nozzles and 4 


Shipped Express 
Collect for 


With 
Cartridges of approx. 1 qt. each 


THIS 
GUN 


OTHER 


Roofing Cements 
Furnace Cements 
Casement Putty 
Metal Sash Putty 
Glazing Putty 












PECORA PRODUCTS 


Stcve & Boiler Putty 
Perfect Patching Plaster 


Philadelphia, Pa. 




















fr mvcee's| WHATS NEW 
With PAINE 


‘SUDDEN DEPTH’ 
DRILL BITS 


DRILL ANCHOR HOLES 
50 to 75% FASTER 


LAST LONGER 
QUIET IN OPERATION 


@ Our National Trade Paper Adver- 
tising to over 500,000 Carpenters, Elec- 


the hose, replace the nozzle or sprinkler. 
One cartridge is said to vitamize ap- 
proximately 1500 sq. ft. “Vitamist” is 
put up in convenient size boxes of 30 
cartridges each and retails for $1 a box. 
An attractive counter display is sup- 
plied free with every order of six boxes. 


New Lawn and Garden 
Vitamin Cartridge 


“Vitamist”—a new vitamin product 
for vitamizing lawns and gardens—is 
announced by the Burgess Seed & Plant 

















FoR LUXURIANT Blackout Candles 


Lawns ond Gardens 


tricians, Plumbers, Maintenance Men, 
Factories and institutions has put 
PAINE 


“SUDDEN DEPTH" DRILL BITS | 
on a profit-making basis for Hardware 
Dealers everywhere. They are in Big 
Demand because they save time, cut 


faster, eliminate danger of fracturing 
Brick, Tile, Marble, Concrete, Mosaic 
and other fragile materials, can be 


used in close quarters too cramped for 
hammer type drills, and, work in any 
rotary drill (slow speed). Ask your 
Jobber Today and Write for our Com- 











plete Catalog. 
ware Age, 


THE PAINE CO. 


2963 CARROLL AVE. 
New York Warehouse & Sales: 





48 Warren St. 


See our advertisement Page 528 Hard- 
1941 Merchandise Directory. 


CHICAGO, ILL. 








SELL 


‘Pennuernon" 
NOT JUST 


“WINDOW GLASS” 


It’s brilliant of 
It can be glazed 
And for a 


T’S clear. 
finish. 
either side out. 


sheet glass, it’s unusually 


free from distorting defects. 
It assures better-looking 
windows...and greater cus- 


tomer satisfaction. 





PITTSBURGH, 
PLATE GLASS COMPANY 











Co., of Galesburg, Mich. This product 
requires no special nozzles, attachments, 
measuring cups or eye-droppers. The 
vitamin is put up in cartridge form 
which fits into any standard garden 
hose or sprinkler and vitamizes the 
lawn as you sprinkle. All that is neces- 
sary is to remove the nozzle or sprinkler 
from the hose, drop the cartridge into 


Designed especially for emergency 
lighting use in homes and camps, 
“Blackout Candles” are made with a 
pedestal-type base that holds them up- 
right without need of a candleholder. 
They measure 5% in. overall, burn ap- 
proximately five hours, are dripless and 
smokeless. They can be placed on any 
convenient level spot without danger 
of tipping over. These new “Blackout 
Candle” kits, illustrated, are shipped 48 
dozen to the carton, 12 candles to the 
kit. Retails at 75 cents per dozen. 
Will & Baumer Candle Co., Inc., Fancy 
Candles Sales Office, 15 E. 32nd St., 
New York City. 





Fire Screen 


No. 500—“Hunter’s ‘’ Moon”—54 in. 
wide. Ornaments are not flat silhou- 
ettes but are made in semi-relief with 


lifelike detail. They are cast aluminum, 
having originally been carved in wood. 
Decorative ornaments may be purchased 
separately. Whitehall Metal Studios, 
Inc., 468 E. Ohio St., Chicago, Tl. 





HARDWARE AGE 

















Water System Repair 
Assortments 

To facilitate sales of repair parts or 
to select parts for specific replace- 
ments and service, The Deming Co., 
Salem, Ohio, furnishes packaged repair 
assortment for various pumps and 
water systems in its line. A_ typical 
repair assortment contains a complete 


set of packings including rubber valves, 
valve springs, plunger crimps, stuffing 
box packing, air valve core, air cham- 
ber gasket, suction chamber gasket, 
coupling nut washer, strainer nut 
washer, back head gasket, and stuffing 
box gasket. Each assortment is con- 
tained in an individual package for 
quick identification as to the specific 
pump for which the parts are designed. 





Crosley Refrigerators 


New models are later and more mas- 
sive and glass shelves are standard 
equipmert throughout the line which 
includes seven models; one 6-ft. model, 
four 7-ft. models, and two 9-ft. models. 
Each features the Crosley “Shelvador.” 
Wide, stainless steel trim surrounds 
entire food compartment. Glass shelves 
are edged in chromium. In certain 
models shelves may be lifted out. Two 
models have “Moist-Kold” compart- 
ments for perishable foods requiring 
most storage. Giant porcelain meat 
chests in four models store from 10 to 
14 Ibs. Glass meat chest in one model. 
Some models have sealed crispers with 
removable plate-glass covers that can 
also be used as shelf space. Also in- 
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cluded in some models is the non- 
refrigerated “Storabin.” Quick-release 
ice trays are standard in all models. 
“Super Shelvador” contains individual 
egg nests for 32 eggs in non-rolling, 
break-proof shelves on which every egg 
is visible. The Crosley Corp., Cinein- 
nati, Ohio. 


Portable Electric Tools 


The complete 1942 line of “Thor” 
portable electric tools is described in 
an attractive new 64-page catalog is- 
sued by the Independent Pneumatic 
Tool Co., 600 West Jackson Blvd., Chi- 
cago, Ill. Containing four major sec- 
tions, the book, Catalog No. 37, gives 
complete descriptions, specifications 
and prices on the entire line of uni- 
versal type electric drills, drill stands, 
screw drivers, nut setters, tappers, saws, 
hammers, nibblers, grinders, sanders, 
polishers and electric tool accessories. 


Expanding Cement 


“Fixtite’—a chemically prepared ce- 
ment that expands when setting. Made 
for repairing concrete and specially for 
out-of-door use. Said to withstand all 
kinds of weather in any climate, and 
to have a compressive force of 4000 Ib. 
to the square inch. Comes in powdered 
form and water is used to mix the 
plastic to a putty-like consistency. 
Lemore Corp., Jackson, Mich. 










Yes, Sir! Priori- 
ties have affected 
many items. Some 
you can’t get at all. And every item lost 
from your line means a lost profit to you! 


One you must replace ! 





STOCK 
WHITNEY 
HAMPERS 








Many dealers have discovered amazing 


volume and profits in Whitney hampers. 








This new and exclusive Whitney label 
helps you sell. Helps your customer sell 
herself. It quickly explains the 7 superior 


construction features of 


Wh itney SAMPERS 


See your jobber or write direct to 


. A. WHITMEY CARRIAGE CO. ONE PARK AVE 
LEOMINSTER, MASSACHUSETTS NEW YORK 


SAM FRANCISCO 666 LAKE SHORE ORIVE, CHICAGO 
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The 


best ... 
BETTER BRAND 


MOUSE AND RAT TRAPS 


McGill Metal Products Co. 


Marengo, Illinois 














The NEW 
4 1N 1 





List 
PRICE 
$1.85 


LAWN SPRINKLER 


Its exclusive features sell it on sight— 
Full circle, half circle 
Quarter circle and oblong spray 

A life-time sprinkler — with no moving 
parts—nothing to wear—nothing to get 
out of order—and nothing to retard its 
operation—an ideal sprinkler for narrow 
strips and corners. Sprinkler can be 
limited to area to be sprinkled, regardless 
of flowers, shrubs, etc. It’s compact, too. 
Base is durable cast iron to stand hard 
usage—painted green; Spray heads pol- 
ished brass, non-corrosive — adjustable 
to all water pressures and quality of 
spray desired, from a fine mist to full 
even coverage. Individually packed in 
colored box for display purposes—6 or 
24 to a carton. 

if your jobber does not have the McCrea 
Sprinkler, order direct 


McCREA SPRINKLER CO. 


Forest Junction, Wisconsin 
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WHATS NEW 





Belt Display Card 


A point-of-sale belt display card has 
been developed by Premier to help 
dealers sell genuine, factory-built belts. 


Belts are attractively displayed in 
easily detached transparent envelopes. 
A handy chart on the reverse side of 
the card shows which belt is required 


by any one of 67 different cleaner 
models. Premier Division, Electric 
Vacuum Cleaner Co., Inc., Cleveland, 


Ohio. 
Fly Line Dressing 


“Flotz”’—said to give unusual buoy- 
ancy to fly lines and dry flies, to pre- 
serve them, and also improve the action 


ms DE LUXE FLY LIN 
\\e | DRESSING 


ee 





of the rod, insuring greater accuracy. 
“Flotz” is put up in a two-ounce can 
which retails at 35 cents and a four- 
ounce can that sells for 50 cents. It 
is packed in an attractive counter dis- 


play container. Ivano, Inc., 123. E. 
2ist St., Chicago, Tl. 
Metal-Finish Glass 
Door Knobs 

Technical Glass Co., Inc., 2050 E. 


18th St., Los Angeles, Calif., announces 
a line of glass knobs, metal-plated on 
the interior so that the face of the 
knobs cannot tarnish. The metal finish 








“Bronze,” No. 420. 





“Chrome,” No. 400. 


brass, bronze, or chromium—is ap- 
plied inside the surface and thus is 
sealed against exposure and _ contact. 
Knobs are of reinforced glass and are 
said to withstand an abnormal amount 
of abuse. 


Steel Tape With 
Plastic Case 


The Master Rule Mfg. Co., Inc., 815 
E. 136th St., New York City, has an- 
nounced a new type of steel tape, 
“Brownie,” with a Tenite plastic case. 
This new small, streamlined flush edge 
rule is of attractive appearance and 
meets all requirements for smallness 
and compactness, and yet houses a com- 
plete 6-ft. rule. Another innovation in 
the rule is the fact that the standard 
6-ft. blade has 6 in. of extra numbered 
graduations beyond the 72-in. length 
for over-sized measurements. Blade is 
replaceable in case of accidental dam- 
age. Color of case is light brown. Comes 
in three styles: No. 116—6-ft., 95 cents 
each list; No. 118—8-ft., $1.25 each list, 





and No. 116E—6 ft. engineer’s tape, 
graduated tenths on upper edge and 
inches on lower edge of blade, $1.25 


each list. 
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Ane you gelling 


YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 
BUSINESS? 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


wats, % in. tip) from the line of 
DRAKE Industrial Soldering Irons. 















ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 





The Warning Lantern 
... with the 


SAFETY 


Most modern of warning 
lights! Ruby Fresnal, self- 
magnifying safety lens. Burns 
three days and nights ona pint 
of oil. Non-tipping base. New 
type adjustable bail. Strong. 
Leak-proof. Storm tested. 
BETTER PROTECTION 


AT LOWER COST 








Embury Mfg.Co., Warsaw,N.Y. 
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They Haven't Missed | 


a Kitchen Sale 
(Continued from page 33) 


B. S. Kimrey, manager of the ap- 
pliance department. “It is a good 
field because so many stores are | 
selling appliances and kitchen in- | 
stallations provide a field with 
greater profits than do the sale of 
individual appliances. In ten weeks 
last spring we sold four complete 
kitchens, priced from $750 to| 
$2,000. 

“We have a distributor plan our 
installation. When a woman can 





| visualize her new kitchen she be- 


| and will help sell the idea to her 


comes really interested in the idea 


} 


| husband. We also suggest color 





schemes, giving considerable at- 
tention to harmonizing colors for | 
kitchens which are remodeled.” 
In selling the kitchen moderni- 
zation idea, the firm has found | 
that it is necessary to sell the idea | 
itself before it attempts to sell the | 
equipment. With this in mind, the | 
firm maintains a file of “before | 
and after” pictures. Prospects are | 
able to see how Mrs. Jones’ old- | 
fashioned kitchen looked in its 
original state and are quick to con- 
trast it with its appearance after 
it had been modernized. Pictures | 
of this type are shown in a dis- | 
play window from time to time. 
When practical, complete lineups 
of refrigerators, ranges, etc., are 
shown in the store together with 
manufacturers’ display material. | 





Retailing Under 
National Defense 


(Continued from page 24) 


tion to introduce economy which 
Congress has to the country. The | 
present situation, frankly, is 
shocking. Non-defense expendi- 
tures continue to be poured out 
with absolutely no thought for | 


economy. 
Retail businessmen, —contrib- | 
uting heavily to the tax program, | 
have a right to demand that waste- 
ful non-defense appropriations be | 
eliminated. Congress will respond | 
to such protests if there are | 
enough of them—but, according | 


| 


to present indications, ‘not until | 


| then. 


| (All Rights Reserved—Bar'tlett Service) 
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REASONS 
why you have a business- 
building “‘natural’’ today in the 


Electric Fence Controller 


Short-handed, busy farmers want its 


° great savings of time and work. 


Uncle Sam wants the vital steel it 
saves, 
3. It’s the trouble-free line. 
Prime helps you by providing top- 
* grade merchandise backed by pro- 
ductive advertising. 7 
Elmer over there at 
the left is the star 
of Prime’s big ad- 
vertising show in 
the farm papers. 
The World’s Only 
Bulhorg (strong as 
a bull, big as a horse, 
slippery as a hog), 
he shows how Prime 
holds all livestock, 
; MMiegll the time, all 
© 1942—Prime Mfg. Co. over the farm. 


Your selling job is easy. The handsome new 
cabinet gets the eye — the Underwriters’ seal 
on AC units answers safety questions—Prime’s 
reputation for quality and nine-year record of 
success help close the deal. 


| Elmer is about to make his’ bow in the farm 


papers. Let him go to work for you and cash 
in on his efforts. Ask your jobber. 


Prime sells only through jobbers. 


The Prime Mfg. Co. 


Milwaukee a Wisconsin 





aS 
The Prime seal, your 
assurance of depend 
ability 





The Underwriters’ Seal 
(on AC units) your 
assurance of safety. 
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In Vaughan's Fa- 
mous Hammer Line 
is this Super-Vana- 
dium Nail Hammer 
with better bal- 
ance, less shock, 
finest quality. 


shock, 


of special steel. 


Ns 


Vaughan's popular 
Sub-Zero Axes made 
of tough but thin 
all-tool steel, elec- 
trically fused and 
double heat treat- 





Vaughan's Punch and 
Chisel Assortment 
from extra refined 
beveled square al- 
loy steel tempered 
and tested. 


LM 


[ill 


Vaughan's Star 
Drills and Wreck- 


Vaughan's Cold 
Chisels made of 


Vaughan's perfect- 
ly balanced hatch- 
ets cushion the 
Keen edge 
with crescent bevel 







Test Yourself 


on your knowledge of the basic 


| principles of buying and selling 


1—The average hardware retailer 
earns a profit on his investment (rate 
| of profit on net worth) of approxi- 

mately 6 per cent. The stores that 
| are considered “profit makers,” how- 
| ever, earn a profit on their invest- 
ment of 

(a) 15.1 per cent. 

(b) 8.5 per cent. 

(c) 11.2 per cent. 

(d) 13.0 per cent. 

2—The markup percentage based 
on the retail price can never be more 
than 100 per cent. 

(a) The statement is TRUE. 

(b) The statement is FALSE. 

3—-A hardware merchant ordered 
verbally $600.00 worth of merchan- 
dise from a wholesaler. There was 
no written order nor signature of 
any kind. A few days later the 
storekeeper cancelled the order. The 
wholesaler claimed that the verbal 


order constituted a legal contract 
and that he could produce a witness 
to the placing of the order. Is the 
wholesaler correct in his contention? 

(a) YES. 

(b) NO. 

4—If a retailer pays his bills in 
ten days, which of the following 
terms would be more advantageous 
to him: 

(a) 2/10, 90 extra. 

(b) 3/10, net 30. 

5—The retail price of a trade- 
marked article is fixed by a contract 
between the manufacturer of the 
product and certain retailers within 
a state. Retailer A has signed no 
agreement to maintain the price and 
therefore sells the product below 
the fixed retail price. Retailer A 

(a) Hes a legal right to cut the 
price since he signed no agreement. 

(b) Must maintain the fixed price 





A STATEMENT OF POLICY 


ad Memory 












































/ During the last war you will remem- 
ber that much poor quality merchan- 
dise was put out and sold at prices 
that should have bought high qual- 
ity. We can’t stop a rising price 
trend, but we can be reasonable 
about it; and we can guard against 
poor quality in our building noguet 
ials and hardware. If we can’t get 
the quality you want, we will tell = 
frankly the grade and quality tha 
we sell you. We have built our busi- 
ness on such policies as that, and we 
are not changing now. 


ANDERSON HDWE. & LUMBER CO. 


McDonald County’s Building Material Headquarters. 


ing Bars are in- 
dividually tem- 
pered and tested 
for hardest work 
and longer life. 


alloy steel are 
the finest qual- 
ity—yet cost no 
more. 










MAKERS OF FINE TOOLS 
SINCE 1869 


Once your customers have used 
Vaughan Tools they will recog- 
nize this Better Quality and 
Workmanship. Write for com- 
plete catalogue. 


VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 
. 2114 Carroll Avenue, Chicago, Iilinois 


The above interesting, and decidedly different, advertisement was 
recently featured by the Anderson Hardware & Lumber Co. of Ander- 





son, Mo. The ad stated the company’s policy on the merchandise it 
handles, and stated in no uncertain terms its attitude with respect to 
the matters of price and quality. 
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whether he signed an agreement or 
not. 

6—If the gross sales for a period 
are $5,000, and returns from cus- 
tomers are $500, the return percen- 
tage is usually stated as 

(a) A percentage of the net sales 
(11.1 per cent). 

(b) A percentage of the gross 
sales (10 per cent). 

7—A hardware store displays a 
radio in the window with a tag in- 
dicating the price to be $9. A cus- 
tomer offers to purchase the radio 
at the price indicated. The store 
owner, however, refuses to sell at 
the price on the tag, stating that an 
error has been made and that the 
tag should read $39. The customer 
insists that he has a legal right to 
purchase the radio at the price of $9. 

(a) The retailer may legally re- 
fuse to sell the radio at $9. 

(b) The customer is legally en- 
titled to purchase the radio at the 
price indicated on the tag. 

8—A hardware store shows the 
following inventories (at cost) for a 
six months period: 


Feb. 1, $6,000. 


Mar. 1, 8,000. 
Apr. 1, 7,500. 
May 1, $9,000. 


June 1, 8,200. 

July 1, 7,300. 

July 31, 6,000. 

If the cost of the sales for the 
period amounts to $22,287, what 
would be the estimated stock turn- 
over for the year? 

(a) 6% 

(b) 3 

(c) 6 

(d) 5% 

9—The amount spent for adver- 
tising by the average hardware store 
is what percentage of net sales? 

(a) 1 per cent. 

(b) 2 per cent. 

(c) 3 per cent. 

10—An auction sale is advertised 
as selling goods “without restric- 
tion.” During the sale the auctioneer 
refuses a bid because it is too low. 
The bidder, however, maintains that 
his bid must be accepted. Which is 
within his legal rights? 

(a) The bidder. 

(b) The auctioneer. 

(Continued on page 78) 





Congratulations and Comments 
from Australia 


Epitor, HARDWARE AGE: 

We write to congratulate you on the excellent trade journal which we 
receive by regular mail from New York. We consider HarpwARE AGE one of 
the most informative magazines that we are privileged to read, and we feel 
it conveys such excellent information applying to the hardware trade gen- 
erally, that when we have finished digesting the matter contained therein, 
we circularize the magazine amongst our friends who are ever eager to 
receive the copies. 

“or your information we would mention we are the direct selling repre- 
sentatives of quite a number of American manufacturers who enjoy an ex- 
cellent trade with Australia and New Zealand. We have branches in each 
of the centers and have developed some very pleasing results over many 
years’ activities. 

At the moment it is very difficult to make further expansion due to regula- 
tions applied by the Government during this time of stress, but we look 
forward to more normal times wien regular business can once more be 
undertaken. In the meantime, we feel the opportunity should not be lost in 
making further contacts with American manufacturers who wish to develop 
their export trade. Although due to Government regulations, we would not 
be able to obtain immediate results, we feel by making contact with the 
manufacturers now, we could do a lot of preliminary work that would greatly 
assist in bringing about a quick development when peace is once more pre- 
vailing throughout the world. 

Should you at any time learn of hardware manufacturers in America who 
are anxious to develop their trade with Australia and New Zealand, we 
would greatly appreciate it if you wvuld place us in contact with them. 

W. S. Dace, Managing Director, 
Edwin Wood Proprietary Limited, 
15 Equitable P1., 

Melbourne, Australia 


JANUARY 22, 1942 











Looking 
for a 
Hardware 


Store? 


THe place to find it 
is under the heading of 
Business Opportunities 
in the Classified Oppor- 
tunities Section of the 
regular issues of Hard- 
ware Age. 

By watching the for-sale 
ads you'll be reasonably 
sure to secure a good 
paying business at a fair 
price or better still, let 
the trade know the kind 
of a store you are look- 


ing for. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., 


New York City 
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“CUT LONGER 


BETWEEN 
SHARPENINGS” 


&: 


MICHIGAN 





Collins Axes lead the 
field on every point that 
appeals to the axe buyer 
~on Balance, Steel, 
Temper, Cutting Ability, 
Straight Eye. Order Col- 
lins Axes from your job- 
ber. If he can’t supply 
you, write us. The Collins 
Company, Collinsville, 
Connecticut. 








Collins offers a com- 
plete line of Axes, 
Small Axes, Hatchets, 


DAYTON 





Picks, Mattocks, Bush 
Hooks, 
The Collins 
Trade Mark % \ 
has been the y 
guide to the 
; DAYTON 
best in axes BEVELED 


since 1826. 


(tcrrimus 


























| 
Every User Recommends It— 


Every man who uses a Townserid Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the ‘fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also Folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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February’s Their Top Month 
for Trophy Sales 


(Continued from page 27) 


which to choose. Trophies selling 
at many different prices must also 
be carried, if all groups are to be 
sold. Some of these items sell for 
$50 and more. Most of the manu- 
facturers of this line are in posi- 
tion to suggest a suitable assort- 
ment for the display stock. Unusual 
items can always be selected from 
the catalog. 

Medals are sold in a different 
manner. Samples of each item 
available are kept in a sample roll 
similar to the type of roll used to 
carry sample pocket knives. These 
are shown to the person interested 
in selecting a group of medals for 
a team. Medals emblematic of all 
sports: are available and sales on 
this line are always special orders. 

A catalog on trophies distrib- 
uted to prospective purchasers of 
this merchandise produces excel- 
lent results. This catalog is printed 
by the manufacturer and is im- 
printed with the dealer’s name. It 
gives list prices on each item 
against which discounts to the cus 
tomers apply. 
mailed to all 


These catalogs are 
schools, leagues. 
teams, clubs, and other organiza- 
tions, the usual discount being 
extended. Even with this discount. 
the profit to the business is de- 
cidedly satisfactory. This merchan- 
dise*must be’sold in this manner 
since the customer expects to re- 
ceive a discount of some kind. As 
far as the prospective purchaser 
knows this catalog is Larrabee’s 
own. The manufacturer’s name 
does not appear in it. 

A large display of trophies is 
vital if a company is to establish 


itself in this line. These items are 


featured in window displays a 


number of times during the year. 
These displays are usually timed 
so that they will precede by several 
weeks the actual giving of awards 
to local teams or leagues. Schools 
purchase trophies and medals at 
set intervals, usually at the end of 
some sports schedule. 

Larrabee’s shows its complete 
line of trophies on top of the fix- 
ture used to display guns. Approx- 


imately 16 ft. of space is given 
over to this display which can be 
seen by anyone entering the sport- 
ing goods department. Trophies 
are also shown on tables on some 
occasions. However, the really 
young sportsmen have consider- 
able difficulty in controlling their 
desire to handle this merchandise. 
Such displays are none too prac- 
tical and do not tend to increase 
volume to any great extent. 


Community Auction 


Under the leadership of a clever 
auctioneer, an auction sale can be- 
come a friendly, sociable get-to- 
gether. The Oostburg, Wis., Ad- 
vancement Association backed a 
community auction sale which 
created a very good impression 
and, at the same time, allowed the 
farmers to dispose of many things 
they did not need for good hard 
cash, much of which was spent in 
Oostburg. The items offered 
ranged from furniture and farm 
machinery to baby carriages, 
saucepans, goats, horses and rab- 
bits. This was so successful that 
it is planned to make it an annual 
“house-cleaning.” 


An Outstanding Number 


Epiror, HARDWARE AGE: 

One of the greatest pleasures I 
have had in a long time was read- 
ing:-the Convention Number of 
HarpwareE AGE (October 30, 1941). 
The entire getup of the magazine, 
the way in which the convention was 
handled by the editors, and let me 
say, the magnificent patriotism that 
they showed in printing complete 
the talk by Channing Pollock and 
Admiral Yates Stirling is worthy of 
the highest praise. That a man high 
up in the OPM should give encour- 
agement to business..men—at . the 
same time it was sensible—and that 
the editors of the magazine should 
print his talk, is of real benefit to 
our industry especially. 

Ben M. Ascu, 
Automotive A filiated Representatives, 
New York City 


HARDWARE AGE 
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How’s the Hardware Business? 


(Continued .from page 42) 


ment requirements plus minimum es- 
sential other uses for a long time. They 
will be supplemented by small receipts 
from other areas and by synthetic rub- 
ber production, which is expected to 
reach an annual rate of 80,000 tons by 
the end of 1942. 
festly necessary to eliminate all non- 


However, it is mani- 


essential uses of rubber and to have 
strict economy in the use of tires. The 
transition will be eased for automobile 
owners by the heavy tire replacements 
made during the past year, by retread- 
ing, and to some extent by making 
low-quality tires of scrap rubber. 


* * * 


Automobiles and bicycles 
Bicycle makers feel that the bicycle will 
emerge as a more important national 
transportation unit—because of the 
radical automobile and auto tire cur- 
tailments. Many business men will be 
cycling, not motoring, to their offices, 
though these vehicles themselves will 
show the marks of wartime—for they 
will be stripped of superfluous finish, 
style and accessories, to a maximum 
weight of 34 pounds. OPM has set the 
1942 maximum bicycle output at 1,000,- 
000 units. A conference will be called 
shortly by OPM officials and bicycle 
manufacturers, to discuss the national 
problems of the industry. Perhaps the 
output limit will be raised, but if this 
is done, there must be authority to 
consume the additional quantity of 
rubber needed for the many more tires 
required. 

* * % 


Galvanized barbed wire—As 
an important step toward simplification 
and conservation of supplies one manu- 
facturer has announced revised stand- 
ards for barbed wire, whereby all two- 
point wire is to have henceforth a 
uniform spacing of 4 inches between 
barbs, and all four-peint wire a uniform 
spacing of 5 inches between barbs. 
After present stocks are sold out, there 
will, therefore, be no differentiation be- 
tween the former. “hog” and “cattle” 
wire, and oné spacing instead of two 
in each brand or styles will solely be 
available. 

Bale ties—Leading manufac- 
turers, effective Jan. 5, announced a 
new practice of bundling single loop 
bale ties, as follows: 


No. 11° gage, all lengths, 125 ties per 
bundle (unchanged). 

No. 12 to No. 14 gage, all lengths, 250 
ties per bundle (unchanged). 

No. 14% to No. 15% gage, all lengths, 
500 ties per bundle (formerly 250). 

No. 16 and No. 16% gage, all lengths, 500 
ties per bundle (unchanged). 


One company advises that all 500 
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count bundles in gages 14%, 15 and 
151% will be tagged so that jobbers and 
dealers will experience no confusion in 
filling orders, pending the disposal 
their stocks of 250 count bundles. 
e © @ 

Lively selling continues — 
Thus far in January, consumer buying 
seems to have» experienced less than 
its usual January lull, and the stores 
seem to have been relatively free of 
“distress” carry-overs of holiday goods. 
The clearance of cold-weather mer- 
chandise has been simplified by the 
recent very severe weather, to an extent 
which about assures a complete clean- 
up everywhere of winter lines. 


x * + 


Stove and table pads—As of 
Jan. 2, Ballonoff Metal Products Co., 
Cleveland, Ohio, advanced list prices on 
the three largest sizes of its Pro-Tex 
stove and table pads approximately 6 
per cent. No change was made in the 
small sizes. 


xm * ca 


Commodity prices 
the fact that price controls are more 


Despite 


and more leveling wholesale prices on 
most materials and metals, the rela- 
tively uncontrolled farm and food price 
commodity indexes 
On Jan. 10, 
the Associated Press wholesale price 


situation keeps 


steadily pointing upward. 


index of 35 commodities, based on the 
1926 average as 100, stood at 96.47 per 
cent, against 78.20 per cent a year ago. 
An analysis of the components causing 
this rise would indicate that farm prod- 
ucts, including cotton, were the factors 
chiefly responsible. 


* * * 


Construction prospects — 80 
per cent of the residential building in 
the principal cities during the past six 
months has been in the $6,000 bracket, 
or under. In fact, in one out of every 
12 cities covered by a recent survey, 
homes costing $3,000 or less have most 
Of all the resi- 
dential building in the United States 
in the last six months of 1941, 90 per 
cent is reported to have been in defense 


commonly been built. 


areas, with the result that in the larger 
cities not immediately in defense areas, 
housing shortages in the low-cost range 
are developing rapidly. The 1942 out- 
look for builders, perhaps darkened by 
the curtailment of residential building, 
is lightened somewhat by the fact that 
public construction will largely offset 
the decreases in private work. Wash- 
ington estimates that the grand total of 
the nation’s building in 1942 will about 
balance that in 1941. 








This Colorful All-Metal 
DISPLAY RACK 

F K E E! fen cake iso 1. 
R-V-LITE 


R-V-LITE (VITAPANE), the All- Purpose : 
Window Material, sells fast! Repeat 
orders roll in for ‘More Profits To You 
with this ‘‘eye’’ and ‘‘buy’’ compel- 
ling all-metal display. Adjustable for 
installing in any position on counter, 
wall or she Convenient cutting- 


edge en reduces waste—speeds up 
sales 





Champion of Modern Glass Substitute 
DURABLE-FLEXIBLE-REALLY TRANSPARENT 
Admits Over 60% Ultra Violet : 
Rays. Weatherproof Shatter 
proof! Comes in 50 ft. and 150 
ft. rolls, 36 inches wide, packed 
individual carten 


R-V-LITE 5 STAR ne 
SALES HELPS ie pani 


glass-cutting 





@ Used in Place of Glass Every 
where . 
@ Quality Brings Repeat Busi 
ness 
@ Display Rack Reduces 
Waste, Speeds Sales 
@ New Merchandising and 
Sales. Helps Supplies addi 
@ National Magazine and tional Vitamin 
Radio Advertising D’’ vital to 
WRITE TODAY for money chick growth 
making Service Display Deal and health 
and FREE SAMPLE. 


AT YOUR LOCAL JOBBER 
OR DIRECT TO: 











a ee CORPORATION 
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MORE PROFIT 


NEW, hard-to-cut steels 
require High Speed hack 
saw blades. yaw has 


developed the molybden- 
um blade wpe as rm 
real mo 
are paying m a 


own. It's called 

NITE. It cuts faster, lasts 

longer. For you, it we 

98% more profit. 

fast from Capewell’s FREE 

4-color display. Carry ex- 

tra stock to fill the demand. 

Order from your jobber. 
The Capewell Mfg. Co. 
Hartford, Conn., U.S.A. 


CAPEWELL 


HICH SPEED HACK SAW BLADE 
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A popular buy-word 


National 


HARDWARE 




















HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 


National Manufacturing 
Company 
STERLING - - - ILLINOIS 
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NOW AVAILABLE 


STARRETT 
TRANSITS AND 
LEVELING INSTRUMENTS 


Here’s something you can sell now! 
Contractors, builders, carpenters, mill- 
wrights, farmers, etc., all use Starrett 
Transit No. 99 or Starrett Leveling 
Instrument No. 101. We now have 
available a limited number of these 
instruments ready for prompt ship- 
ment while they last. Starrett Catalog 
No. 26 “A” gives a complete descrip- 
tion and suggests sales possibilities. 








THE L. S. STARRETT CO. 
W orld’s Greatest Toolmakers 
Athol .@ Massachusetts e@ U.S.A 





76 








Coming Conventions 


S&S 





Alabama Retail Hardware Assn., 
convention and exhibit, May 18-19, 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. J. H. Crowe, 410 N. 21st St., 


Birmingham, is secretary. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary of the manu- 
facturers’ Association, and T. W. Mce- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the jobbers’ association. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the man- 
ufacturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


American Hardware Supply Co. 
annual convention, Jan. 26-27, 1942, at 
the company’s headquarters, 41-43 Ter- 
minal Way, South Side, Pittsburgh, Pa. 
William M. Stout is general manager. 


American Toy Fair, March 9-21, 
1942, at 200 Fifth Ave., 1107 Broadway 
and other permanent show rooms in 
New York City; also,at the Hotel Mc- 
Alpin, New York City. Horatio D. 
Clark, Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New York 


City, is manager. 


Arkansas Retail Hardware Assn., 
convention and exhibit, Feb. 9-11, 1942, 
at Little Rock. Sessions and exhibit 
at Marion Hotel. George L. Turner, 
322 Markham St., Little Rock, secre- 
tary. 


California Retail Hardware Assn. 
convention, Feb. 17-19, 1942, at the 
Western Merchandise Mart, San Fran- 
cisco, Calif. LeRoy Smith, 417 Market 
St., San Francisco, is manager. 


Connecticut Hardware Assn., con- 
vention, Feb. 18-19, 1942, at Hotel 
Bond, Hartford, Conn. Charles F. Free- 
man, Branford, Conn., is secretary. 


Illinois Retail Hardware  Assn., 
convention and exhibit, Feb. 17-19, at 
Peoria, Ill. Sessions and exhibit at 


and Events 


Corrected each issue 
according to latest data 


Pere Marquette Hotel. C. G. Gilbert, 
1155 Merchandise Mart, Chicago, sec- 
retary. 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-30, at In- 
dianapolis, Ind. Sessions and exhibit at 
Murat Temple. G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis, secre- 
tary. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Sessions at Hotel Savery; ex- 
hibits at Coliseum. Philip R. Jacobson, 
Mason City, secretary. 


Marshall-Wells Co., dealers’ con- 
vention, Feb. 2-4, 1942, and merchandise 
school for dealers’ employees, Feb. 9-11, 
at company headquarters, Duluth, Minn. 


Michigan Retail Hardware Assn., 
convention and exhibit, Feb. 3-6 at De- 
troit. Sessions at Statler Hotel; exhibit 
at Convention Hall. H. A. Daschner, 
1112 Olds Tower Bldg., Lansing, secre- 
tary. 


Missouri Retail Hardware Assn., 
convention and exhibit, Feb. 24-26, at 
St. Louis. Sessions and exhibit Mu- 
nicipal Auditorium. Louis C. Kreh, 323- 
324 Wainwright Bldg., St. Louis, secre- 
tary. 


National Hardware Week, April 
16-25, 1942. 


National Retail Hardware Con- 
gress, July 13-16, 1942, at the Hotel 
Sherman, Chicago, Ill. Rivers Peterson 
is managing director with headquarters 
at 333 N. Pennsylvania St., Indianapo- 
lis, Ind. 


National Wholesale Hardware 
Association meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


Nebraska Retail Hardware Assn., 
convention’ and exhibit, Feb. 3-5, at 
Omaha. Place of sessions and exhibit 
not yet decided. Edward C. Herman- 
son, 325 Insurance Bldg., Lincoln, sec- 
retary. 


New England Hardware Dealers’ 
Assn., convention and exhibit, Feb. 
24-26, at Statler Hotel, Boston, Mass. 
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What your 
defense dollars buy 





ease ‘The TANK is to the 
Army what the tackle is to the forward line of a football 
team. It is the “break-through.” Head-on, it crashes tim- 
ber, houses, enemy fortifications. Once it has opened the 
way, the attacking force follows for the “mopping up.” 

The Nazis, using these great steel pachyderms which 
they produce in vast quantities, have been able to break 
through every fortified line in 14 conquered countries. 

In America, the medium-sized tank is the popular size. 
A medium-size tank weighs 30 tons. To make it takes as 
much steel as would be used in 500 refrigerators, as much 
rubber as goes into 87 average automobile tires. 

The planning of a tank takes as great skill as a large-scale 
construction job. One recently converted automobile plant, 
faced with retooling for tank production, had to put 200 
engineers to work in day and night shifts for one month, 
mapping out machinery requirements and plant layout. 

To match the mechanical might of aggressor nations to- 
day, America needs thousands of these tanks. They’re roll- 
ing off the assembly lines now. They cost real money. 
Every time you buy an $18.75 Defense Savings Bond or a 
10¢ Defense Saving Stamp, you give your country money 
enough to buy a vital part for another new tank. 








Buy DEFENSE SAVINGS 
BONDS and STAMPS 


AT ALL BANKS, POST OFFICES, AND SAVINGS AND 
LOAN ASSOCIATIONS 
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Everything Green that Grows 


or Full Profits! 


For full profits and volume busi- 
ness in 1942, feature Loma, The 
Quality Plant Food. 


While we expect to make all 
deliveries promptly, your order 
now for Spring delivery will be 
helpful. 


Write for today’s prices and free 
catalog cuts. 


\ 


= 61 Broadway 
easiness New York, N. Y. 
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Plant Food 


“If you’d care to go a@ little higher, Ma’am, I 
could show you one that works.’’* 


*WESTCO WORKS! 


Show her the finest household can opener ever made. Die 
cast frame. Individually packed. Manufactured by the 
makers of the Famous Blue Line Kitchen tools. Order today 
from your Distributor or Direct. 


THE TURNER & SEYMOUR MFG. CO. 
194 Lawton St. TS 


1080-6708 


Torrington, Conn. 


Loma TENNESSEE CORPORATION 


~I 
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Sells fast 


710° 
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BRUSH-NU COMPANY |.” 


af: t 
~ BALTIMORE MARYLAND 7 











PRIEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 


75 Years’ Reputation in the Trade 
AMERICAN SHEARER MFG. CO. 
NASHUA, N. H 











KEY BLANKS 


OF EVERY DESCRIPTION 


3 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 





Derby, Conn., U. S. A. 





10c 
Cards 


\ ae eae 


wooD JOINERS or Bulk 





THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, Ill. 











E-Z CORN POPPERS 


The original rotary Corn 
Poppers. They use less 
heat and do not burn the 
eorn. Stove type or 
electric. 
Over A 
MILLION 
Have Been Sold 


Pistol blue steel, or bril- 
lant nickel finish. Ask 
your Jobber. 


0. $. Keene: Machine Co., - Elkhart, Ind. 














Youll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 











78 





Russell R. Mueller, 189 Dartmouth St., 
Boston, secretary. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 3-6, 
at Seneca Hotel, Rochester, N. Y. N. H. 
Kiley, 509 Hills Bldg., Syracuse, secre- 
tary. 

North Dakota Retail Hardware 
Assn., convention and exhibit, Feb. 
24-26, at Fargo. Sessions at Hotel Gard- 
ner; exhibit at Auditorium. Miss Louise 
J. Thompson, 21 Clifford Bldg., Grand 
Forks, secretary. 


Northern Wholesale Hdwe. Co., 
Portland, Ore., annual convention and 
merchandise show, Feb. 1-3 at the 
Masonic Temple, Portland. 


Ohio Hardware Assn., convention 
and exhibit, Feb. 17-20, at Columbus. 
Sessions at the Deshler-Wallick Hotel; 
exhibit at the auditorium. John B. 
Conklin, 175 S. High St., Columbus, 
secretary. 


Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 3-5, 
at Oklahoma City. Sessions and ex- 
hibit at Municipal Auditorium. Charles 
F. Nelson, 411 Key Bldg., Oklahoma 
City, secretary. 

Panhandle Hardware & Imp. Assn., 
annual convention and exhibit, Jan. 
26-27, 1942, at Amarillo, Tex. Sessions 
and exhibit at Herring Hotel. C. L: 
Thompson, Canyon, Tex., is manager. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., convention and 
exhibit, Feb. 10-13, at Baltimore, Md. 
Se:sions and exhibit at Lord Baltimore 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., secretary. 

South Dakota Retail Hardware As- 
sociation, convention and exhibit, Jan. 
27-29 in Sioux Falls. Sessions and ex- 
hibit at Coliseum. Earl Erlandson, 
Cottonwood, manager-treasurer. 

Southern California Retail Hard- 
ware Assn. convention and exhibit, Feb. 
23-25 at Long Beach, Calif. Sessions 


and exhibit at Municipal Auditorium. 
J. V. Guilfoyle, 509 Rives Strong Bldg., 
Los Angeles, secretary. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga., is secretary of the jobbers’ asso- 
ciation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is secre- 
tary of the manufacturers’ association. 


Tennessee Retail Hardware Assn., 
convention, Feb. 10-11, at the Andrew 
Jackson Hotel, Nashville, Morris Jones, 
P. O. Box 784, Nashville, secretary. 


Triple Mill Supply Convention, 
May 4-6, 1942, at the Hotel Traymore, 
Atlantic City, N. J., comprising the 
Southern Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 314 Vol- 
unteer Bldg., Atlanta, Ga., secretary; 
National Supply & Machinery Distrib- 
utors’ Assn., H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa., secretary, and 
the American Supply & Machinery 
Manufacturers’ Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 
general manager. 


Virginia Retail Hardware Assn., 
convention, Feb. 24-25, at Richmond. 
Sessions at the John Marshall Hotel. 
G. T. Omohundro, Jr., Scottsville, sec- 
retary. 

West Virginia Retail Hardware 
Assn., convention at Clarksburg, Feb. 
22.24, 1942. Sessions at Waldo Hotel. 
H. B. Clower, Oak Hill, secretary. 


Wisco Hardware Co.’s 15th annual 
merchandising school and sales show, 
Jan. 28 and 29 at the company’s head- 
quarters, Madison, Wis. J. A. Fitschen 
is secretary and general manager. 


Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-6, at 
Milwaukee. Sessions and exhibit at 
Auditorium. H. A. Lewis, Stevens Point, 
executive secretary. 


Contract Includes Laws 


ANY conditions that do not 

appear in a contract are 
part of it just the same. All laws 
applicable to the particular con- 
tract are said to be “written into” 
the contract. In construing a con- 
tract to which the Federal Housing 
Administration was a party, a Fed- 
eral court recently said: “When 
a statute exists giving special force 
and effect to a specific contract, the 
parties who enter into such a con- 
tract are held to assent to the force 
and effect attributed to it by such 
statute.” 

In this particular case the court 
pointed out that the contract with 
the Federal Housing Administra- 
tion was subject to the specific pro- 


visions of the National Housing Act 
and that therefore the contract had 
to be construed according to the 
terms and provisions of the act. The 
courts apply this principle not only 
to contracts involving specific stat- 
utes but to all contracts insofar as 
they are affected by the laws of the 
state in which they are entered into. 


Correct Answers 


(Continued from page 73) 


1. (c) 6. (b) 
2. (a) 7. (a) 
3. (b) 8. (c) 
4. (a) 9. (a) 
5. (b) 10. (a) 
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Rogers exclusive policy of offering the 
hardware trade absolute protection by 
not selling to chain store groups, group 
buyers, and mail order houses, has gained 
tremendous momentum. We are expand- 
ing this policy for your benefit .. . AND 
WE ARE NOT ADVANCING OUR PRICES. 





Yes! Rogers continues to sell for a8 rere 


you with national advertising in POPU- 

LAR MECHANICS and POPULAR 
SCIENCE... magazines reaching well over 1 million 
consumers monthly. In addition, we offer free 
project booklets and project sheets to your custom- 
ers at any time. Just advise us of the quantity 
that you desire to have at hand, and we shall be 
glad to forward a supply. 


PHONE YOUR JOBBER FOR SPECIAL DEALS 
We are running a special display off 
merchandise, and we are also raki . =e pn Fem ond po 
deal which includes project booklets and project sheets. 


USE ROGERS LIQUID FISH GLUE 
“The Glue with the Grip of a Gorilla" 





POPULAR 


ROGERS /-. 
| zhe best LIQUID FISH GLUE Loney 


GLOUCESTER, MASS: 











SOUTHINGTON 


MECHANICS’ TOOLS 








BRNARHEEAHEHEEEEREEEREE STEEL 

E | No i Styh im iL : | | SQUARES 
4 seats ALL 

E STYLES 


SOUTHINGTON Stand- 
ard Steel Squares, Take 
Down Square for Mechan- 
ics, and Aetna Steel 
Squares for the casual or 


SaeBes TS SS 


. 


amateur user are all guar- 
anteed accurate with ser- 


cece Se Sweet eae 6S 


vice built into them. Also 





Bevels and Try Squares. 
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Send for Catalog and 
Prices. 
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THE SOUTHINGTON 
HDWE. MFG. COMPANY 
Et. - SOUTHINGTON. CONN. is 
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RICHARD 


SPRING BOTTOM OILERS 


We are still accepting commer- 
cial orders for Richard Oilers. 


The needs of the Army and the 
Navy for Richard Oilers are 
heavy and must be met. This 
we are doing. 


Orders for Richard Oilers for 
industrial use will be filled as 
promptly as government orders 
and our ability to procure raw 
materials will permit. 


Richard Oilers are, as always, 
of the highest quality and fully 
guaranteed. 















MAKERS OF 


Richard Oilers — Plastering 
Tools — Putty Knives and 
Scrapers — Wire C @ H 
Hooks — Carded Items — 
Three-In-One Garden Tool. 


THE ATLAS-ANSONIA CO. 


54-62 GRANT STREET NEW HAVEN, CONN. 











bs | » 
OUBLE THE VALUE 
OF YOUR§FLOOR SPACE 


Heller Modern Fixtures permit forceful display of twice the mer- 
chandise over old methods. They are built to work in, producing 
added sales. Conserve floor space and improve the appearance of 
your merchandise. Let Heller Fixtures add that new appeal to your 
store. Dealers everywhere contribute a most startling rise in their 
business to an installation of Heller Equipment. This equipment 
gives you that extra margin of sales, which means so much in added 
profit. Profit that more than. covers. the cost of a change over in 
your store. Heller cooperates to the fullest in working with you to 
make your place of business more attractive—more profitable. Ask 
for this help. Catalog No. 40S. 


Very Prompt Shipment Can Be Made 
W. C. HELLER & COMPANY 


142 Bryant St. 330 Hudson St. 
Montpelier, Ohio New York City 














Classihied Opporvtumitien Section... 
Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


[ Glansijied Adwentining Roter | 


Help Wanted, Accounts Wanted ge og ge - ee HARDWARE AGE is published 


4 insertions, 5% off; 8 insertions, 10% rt 
Business Opportunities Due to the special rate, these Gecounts do every other Thursday. Classified 























1 : not apply on Position Wanted Advertise- forms close 15 days previous to 
Set — faces amend ee - ments. date of publication. 
d, um, 50 words....... ’ hie 
All capitals, maximum, 50 words.... 5.00 —-@e— 
Each additional word...... ae REMITTANCE MUST ACCOMPANY ORDER e 
Positions Wanted Send check or money order, Address your correspondence and replies to 
a + ee set solid, maximum _— not currency or stamps. 
WORE ccccccccscccccssesscece ° 
a ye ay EEE tot Oee® an Samples of Merchandise, Literature, HARDWARE AGE 
jow Seven Words for Address or Your Address Catalogs, etc., will not be forwarded to : ve 
BOXED DISPLAY RATES box number advertisers unless accom- Classified Opportunities Dept. 
Pw Urn OG nneteeiegeS sre $6.00 panied by sufficient postage for remail- 100 East 42nd St., New York City 
Each additional inch.......... 4.00 ing. 




















[Positions Wanted =| Help Wanted ] |Sales Representatives Wanted | 























BUILDER’S HARDWARE MAN pote sy 
p bl f scheduli hardware, readin . . 
SOUTHWESTERN REPRESENTATIVE (| ori eee for office position in Chicago ter. Sales Representative 
wt Ee Aye 9 - AA mp ritory. Outside selling experience unnecessary. 
nection at once. My references are: present Write stating age, expeszence, salary wanted, W anted 
employer; all wholesale hardware and mill Box H-15, care of Harpware Ace, 100 E. 42nd 2 4 
supply buyers and executives in Texas, Okla- St., N. Y. City. Long established national concern 
homa, aa wo a A gg desires field salesmanager (Gentile 
Seflereen Motel, Galles, Tense only) of proven ability to promote 
marketing of a nationally adver- 














'|Sales Representatives Wanted | tised line of daily necessity spe- 


cialty products through dry goods, 
































A_LIVE WIRE HARDWARE MERCHAN. | ————— ; hardware, grocery and_ variety 
DISER wishes job in growing hardware business, stores. State age and personal 
somewhere in Michigan. Willing to go any place | qualifications 
in lower Michigan. Well trained in hardware | | F 
store methods, store displays and window dress- | PAINT DISTRIBUTORS Address Box H-I!, care of HARDWARE AGE 
ing; of managerial caliber. Best of reference | Well-known quality paint manufac- | 100 E. 42nd Street, New York City 
ae a “ee is some hardware business in | ea lg: om SS | 
Michigan that needs fresh blood Address Box *ittsburgh, Pennsylvania, desires s- | 
H-17, care of Harpware Ace, 100 E. 42nd St., | pe ee in ere, mid-western, and " 2a . ‘ _— 

} Address Box H- 16, care of <Y “eH AGE | goods. Ironing boards and stepsteols. Cabinets 
= 100 E. 42nd St., N. Y. City and chests. 10% commission. State lines now 
| carried and exact territory covered with names 














Accounts Wanted of firms you now represent. Address Box H-12, 
ikea la — | care of Harpware Ace, 100 E. 42nd S.. N. Y. 























City. 
NATIONALLY-KNOWN MANUFACTURER | 
OF FLOOR SANDERS, edgers, belt sanders | ~ eae 
SALES MANAGER NOW EMPLOYED BY | and portable electric saws has openings for hard- | Basiness Opportunities | 
AAA-1 manufacturer will, because of priority | working salesmen in established territories in | 
shortages, open sales agency for State of Ohio. | Missouri and Southern Illinois, Indiana, North | 
Can offer capable and intelligent representation | and South Carolina, Georgia and Alabama. Can WANTED: Laid-steel plane irons for use in 
to one or two reputable hardware manufacturers’ | make prompt deliveries. Liberal Commissions. | wood planes. Sizes 1%, 1%, 14 and 2 inches. 
selling jobbers, mill supply, chain, ete. Forty- | Experience in calling on hardware, lumber and | Single and double. White, Sandusky, Ohio or 
six, married, gentile, own home. Address Box | paint trade would help, but not necessary. Write | Buck Bros. make. State quantity and price. 
H 13, care of Harpware Ace, 100 E. 42nd St., | at once to--Box H-14, care of Harpware Ace, | Address—Stryker Boat Oar & Lumber Company, 
N. Y. City. 100 E. 42nd St.. N. Y. City. Archbold, Ohio. 





*WE HELP YOU SELL BY MAIL* 


We address and mail your sales promotion material to Hardware Jobbers and Hardware Retailers, 
whose names and addresses are right up to the minute in correctness. 

Consequently we lay the foundation for a successful Direct Mail Sales Promotion Campaign for you. 

Also we save you considerable sums for postage and promotion material by eliminating dead names, 
incorrect addresses and duplications. 

Likewise, your campaigns are assured 100% effectiveness by reaching verified hardware jobbers and 

hardware retailers—not a collection of unverified miscellaneous names. 


Write for details 
HARDWARE AGE DIRECT MAIL ADDRESSING DEPT., 100 East 42nd Street;-New York, N. Y. 


CATALOGS - BROADSIDES - CIRCULARS - LETTERS rm 


80 HARDWARE AGE 
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5 Simplify Your Stock Jaking with the 


Harpware Ace Wuirte Inventory SHEEtTs 


Actual size of sheets 9% by 12 inches over all; writing area 
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- dod You can make your annual inventory taking an the best ever—they are even more simpie, more 

—— easier, surer job by using the HARDWARE AGE convenient and easier to use. Our entire effort 

name WHITE INVENTORY SHEETS which 1,000 was directed toward making your annual inven- 

+. leading retail hardware dealers helped us design. tory taking an easier and surer undertaking. 

—= From the many suggestions received this sheet These WHITE INVENTORY SHEETS he ill 

. was designed to sell at a new low price — 200 fit the HARDWARE AGE eae powem peal 
sheets for only $1, plus a 25¢ mailing charge. As  °T® Which are used by thousands of dealers who 

aged these sheets are printed on both sides of good reorder their Inventory Sheets from us year in 

pohes. white bond paper, this means you really get  ®4 year out. 


price. 
ipany, 


8! by I1'/ inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11,200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple, convenient and handy 


to use. The WHITE INVENTORY SHEETS are 












































Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 


supply today. 


snesnnianennsnnansnnnncnannenttth: ae GUD nnnmmscmannenaninneninatels 





HARDWARE AGE 1.22 
100 East 42nd Street, New York, N. Y. . 
Sentlemen: 

Here is my $.............. Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
ss sa ansie win, id in wind dsaoaiaco. 0d hace Raid lala ah SRA oem AE REN Erb E ANAS ALTE punts Omen ames aces Aieies 
EY or cikoscecaadelinnksicss cddsscunchcdedlnteedesusd ous cadet tires pres sda CtEe makes Sogd Danae eres TE fr 
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MEET EMERGENCIES! 


Whatever the cause defense, building main- 
tenance and repair projects, sudden cold snaps— 
you can meet emergencies with Bernz “ALWAYS 
RELIABLE.”’ A large stock of time-tested 
. Torches Firepots and 

Tools is still available. 

Be sure you have in stock 

the No, 8&7 Quart Torch 

and No. 40 Gallon Fire- 

pot. They are fast movers 


Torches, Firepots, Plumb- 
ers’ Chisels, Lead Work- 
ing Tools, Sanitary Tools, 
Bibb Reseaters, Solder 
Pots, Joint Runners, 
Ladies, Smoke Testing 
Machine, Pipe Wrenches, 
Thawing Steamers, Wip- 
ing Cloths, Testing Plugs, 
Copper Tube Benders and 
Cutters, Solder Coppers, 
Closet Augers, Sewer 
Rods, Shave Hooks, Tap 
No. 87—i Qt. Bot. Fili. Borers. 

No. 88—i! Pt. Bot. Fill. 

No. 200—1 at. Top Fil. OTTO BERNZ CO. 
No. 199—! Pt. Top Fill. Rochester, N. Y. 





No. 40—! Gallon 
No. 44—% Gallon 














TURN OVER A NEW LEAF 
WITH HOPPE’S No. 9 


Build up your Defense sales 
with this well known gun 
cleaner. Get after the soldiers, 
sailors, law and public safety 
enforcement officers, bank guards, etc. Sell ’em 
Hoppe’s No. 9—the gun cleaner 
that helps them keep their fire- 
arms in the pink of condition. 
Write for booklet that tells why. 


FRANK A. HOPPE, INC. 
2314A North 8th St., Philadelphia, Pa. 



























When You Want To Be 


Speak to the right “class”— 
in the right paper—in the 
right way. HARDWARE 
AGE will tell your story to < 
the greatest number of hard- 
ware men in the hardware 
trade. Its Classified Oppor- 
tunities Section is the place 
to put your want ad for 
quick, tangible results. 





é 


HARDWARE AGE 


Classified Opportunities Section 


100 East 42nd St. New York City 














Genui"€ MOMES 9 SILENCE 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Name "'Domes of Silence’ 
on each genuine Glide 












— Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 






Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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A McCrea Sprinkler Co. 70 
American Chain & Cable Co., McGill Metal Prods. Co. 70 
Inc. . 18| McKinney Mfg. Co. 63 
American Chain Div. 18| Miller, Inc., Robert E. 82 
American Shearer Mfg. Co. 78 | Murray Ohio Mfg. Co. 83 
American Thermos Bottle Co., The !0| Myers & Bro. Co., The F. E. 13 
American Turpentine Farmers 
Association Cooperative 4 
Arvey Corp. 75 N 
Atlas-Ansonia Co. 79 | National Mfg. Co. 76 
Autoyre Co. 83 | Norge Div. ’ -- 16 
8 
; ° 
Sens See Okonite Co. 55 
Bernz Co., Otto 82 
Brush-Nu Co. 78 
Builders’ Hdwe. Textbook 59 ° 
Paine Co. 68 
Cc Patterson-Sargent Co. 8 
Capewell Mfg. Co. 75 | Pecora Paint Co. 67 
Clayton & Lambert Mfg. Co. g3 | Piitsburgh Plate Glass Co. 68 
Clemson Bros., Inc. 15 | Plymouth Cordage Co. 6 
Cleveland Chain & Mfg. Co. 83 | Prime Mfg. Co. 7 
Collins Co. 74 | Puritan Cordage Works 84 
Columbian Rope Co. 47 
Continental Motors Corp. 83 R 
Corning Glass Works 11, 12 | Raybestos-Manhattan, Inc. (Indus- 
trial Sales Div.) . 64 
D Remingtcn Arms Co., Inc. 37 
Domes of Silence, Inc.: g2 | Rogers Isinglass & Glue Co. 79 
Drake Electric Works 71 
Ss 
E Samson Cordage Works 65 
Embury Mfg. Co. 71 | Schatz Mfg. Co. 63 
Schollhorn Co., Wm. 59 
F | Shapleigh Hardware Co. 86 
Franklin Glue Co. 84 | Shelby Spring Hinge Co. 64 
6 Simonds Saw & Steel Co. 3 
Graham Mfg. Co. ” Southington Hdwe. Mfg. Co. 79 
Stanley Works, The 5 
H Storrett, L. S. 76 
Hazard Insulated Wire Works... 55 | Superior Fastener Corp. ” 
Heller & Co., W. C. 79 
Heller Brothers Company 7 T 
Hillerich & Bradsby Co. | | Tate Co., E. H. 83 
Hoppe inc., Frank A. 82 | Taylor Instrument Companies 43 
Tennessee Corp. <a 
- | Townsend, B. W. 74 
Indestro Mfg. Co. 56 | Treasury Dept. , 77 
Trico Fuse Mfg. Co. 83 
. Turner, Day & Woolworih Handle 
Jennings Mfg. Co., The Russell 5! Co. : 
Turner & Seymour Mfg. Co. 77 
K 
Keene Mch. Co., O. S. 78 u 
Klein & Sons, Mathias 57 inten tistuasa Ce. 54 
‘. Utica Drop Forge & Too! Corp. 65 
Landers, Frary & Clark 39 y 
ae ae Mfg. Co. : ven cmbtecupaangs “" 
Vaughan Novelty Mfg. Co., Inc. 84 
Lu‘kin Rule Co., The 62 
M Ww 
Macbeth-Evans Div. Corning Whitney Carriage Co., F. A. ” 
Glass Works Il, 12 | Wickwire Bros. 83 
Magor Car Corp. 85 | Wood Shove! & Tool Co. 53 
Master Rule Mfg. Co., Inc. 45 | Wooster Brush Co. nee 





HARDWARE AGE 






















JAN 


POPULAR-PRICED ASK YOUR SUPPLIER ABOUT 


BATHROOM AND KITCHEN FIXTURES 


in AUTOYRE HY-GRADE CHROMIUM 
BRIGHT CADMIUM, AND BAKED : » 
SPRAYED WHITE ENAMEL : y 


WRITE FOR LITERATURE THE AUTOYRE COMPANY. # OAKVILLE, CONN. “DESIGNED TO MAKE THE PASSER -BUY!” 







































: MERCURY 
16 
BICYCLES EXTRA PROFITS 
55 —_ ve EW 7 
. . ced. NEWS unit 
The de luxe line priced | carton. This “wi 
selling set-u in- 
° for the volume market | triy wy 
. | YOUR extra PROFIT 
67 in ‘42. 
Ask your 
. THE MURRAY OHIO MFG. CO. | gee csiicis.. | 
" CLEVELAND, OHIO | No GLASS « an 
84 








Now cs ECT Pau 
J $ 9350 


TATE 















































































AND 
79 ‘ Up 
Pict H Continental TINY TIM Faas na 
° es t 
crure angers Supplies electricity for only Ic pr. hr. toni | e| 
This battery charger and “ge ng outfit gives dependable 7 PUSH By Lire /I I 
electric service at amazin low cost. Easy to carry with 
a and bui i in handle i to pth (push-button starting) — Starring 
63 easy to own. It supplies controlled voltage, has an auto a | | 
9” Picture Cord om = oo and a throttle to eons rol age ey of Linge | 
i OFF 
86 ik eeacaniernaernahy, HUNDREDS OF 
ye Continental Motors Corp. | SATISFIED CUSTOMERS PROVE 
MUSKEGON, MICHIGAN CONTINENTAL SUPERIORITY 
3 E. H. TATE CO., Boston, Mass. | +R RSE OR 
79 Sales Offices also in: reser olan Sool Engine, tomes for 
} smoorn, ie ndabie, economice! power 
5 Chicago New York Los Angeles | a pany as esky eG erent Ppeanipe 
1b he abou! this anand Tiny Tien “Write todey! 
78 ieee iene a 
| HOW IS YOUR 
see C&L STOCK 
a Have you checked your stock of 
. C & L Torches lately? Is it complete? 
é Will it meet the ever-growing demand 
7 of farm and home mechanics for a 
<4 in ali styles. sizes and finishes ‘ psp “experience - proven” 
as bright, cement coated, gaivanized | pt Mow that will give years of de- 
die or coppered——smooth or barbed ... pendable service? 
84 i copys ran ite his Better check your stock today. Call 
~ Special for nai mac rine Pas - diamond. your jobber-salesman for replace- 
needle and duckbill points. ments. C & L Torch No. 800, shown 
Specify WICK WIRE and test the at left, is popular with men who do 
difference in driving performance. | their own work. 
54 
| TPIS Pas 
CORTLAND:-:-NEW YORK: A MFG. coO., Detroit, Mich. 
72 
a ILE | 1H BW), 
69 
83 for Safety Economy - Good Service 
53 
2 THE CLEVELAND CHAIN G&G MFG. CO. 
JANUARY 22, 1942 





ABOVE 
AVERAGE 
STRENGTH 


Daniel Boone 
Handles are the 
strongest hickory 
handles made. 

Independent scien- 
tific tests by engineers 
in leading universities 
show that these handles \.\ 
withstand 37% more pres- \ \ 
sure before fracturing than 
the average of all other grades \ 
of hickory tool handles. 

This is the strongest handle 
made—the best value. Your customers 
will prefer it; your profit on it will 
exceed that on several cheap, low priced 
handles. Order from your jobber. 


OUR GUARANTEE 
This Handle is made of the best Second 
Growth Hickory in the world. its Grade 
and Pettern have been spproved by Too! 
Makers and Too! Users as being unequalled 


WO BETTER HANDLE CAN BE MADE 










TURNER, DAY & WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 


FOR OVER 80 YEARS WORLD S$ LARGEST HICKORY HANDLE MANUFACTURER 





PURITAN CORDAGE MILLS, 


Inc. 


LOUISVILLE , KENTUCKY 



















Vaughan i 












CAN OPENER Cy 


COMBINATION 








Order No. 160-BC. Vaughan’s Improved CAN OPENER 


COMBINATION . . BOTTLE OPENER .. . CORK 
SCREW ... AND A NEW OPENER FOR ALL CANNED 


LIQUIDS! The only complete Can Opener Combination on 
the market, at a popular price. Packed on individual display 
cards. 


A fine seller. Send for prices. 
Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed 
on three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 
-25 CARROLL AVE. CHICAGO, ILL. 


One dozen to the box. 





3211 



























NOW—NATIONALLY 
ADVERTISED TO MILLIONS 


EGULAR ads in THE SATURDAY 

EVENING POST and other leading 
national magazines, with a combined cir- 
culation of nearly 6,000,000, tell home- 
crafters, carpenters, hobbyists, hotel and 
hospital maintenance men about the 
revolutionary Franklin Glue genuine 
Hide Glue in liquid form that improves 
all wood gluing. Write for special intro- 
ductory offer and cash in at once on this 


sure-fire profit item. 
; >) 


& 


F RAN raat 


Liguiddide GLUE 


EVERY DROP WORKS! 


It's used as is! No heating, mix- 
ing, preparation. No waste from 
evaporation, hardening, souring. 
Makes a joint tougher than the 
wood it binds. Preferred through- 
out the woodworking industry. 


FREE SAMPLE 


Send for generous trial can and de- 
tails of liberal introductory offer. 


THE FRANKLIN GLUE CO. 
COLUMBUS, OHIO 


HARDWARE AGE 
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WW PAN@1@) 31 THE PROFIT LINE 


FOR DISTRIBUTORS 






A line of best sellers—priced to please customers yet show 
a fine profit to dealers—manufactured and designed for 
toughest use, to meet most rigid specifications. These fine 
products are constructed from special analysis steels 
rolled to Magor's own specifications specially heat-treated 
to impart superior strength and flexibility in blade and 
shank, treated and normalized to produce a blade that 
will not split or turn at the cutting edge. 




















The Magor line is backed 
by over forty years’ expe- 
rience in producing qual- 
ity steel products—is sold 
under a sales policy that 
is making new thousands 
of friends every year. 


MAGOR CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH STREET, NEW YORK, N. Y. 























TUFF TEMPERED 








S a matter of fact, the tele- 

phone has a great deal to 
do with hardware. Without the 
time-saving conveniences of a 
modern telephone system, 
SHAPLEIGHS could not provide you 
with the service you expect and 
deserve. | 


At SHAPLEGHS, speedy attention is 
given to details with the help of a 
private dial exchange so extensive 
that it could adequately serve a 
city of more than 1500 people. 


“said oY 


: —— i 

Service is important at SHAPLEGHS DIAMOND EDGE and KEEN KUTTER 
Are names your customers associa 
with Fine TOOLS and CUTLER 


SHAPLEIGH HARDWARE ComPANY, ST. Louis 


Shapleigh National Series No. 2370 








